





1847 ROGERS BROS. 


ORIGINAL ROGERS SILVERPLATE 


NOW A NEW PACKING 
AND GIFT BOX IDEA 


ENVELOPAC 


Triple-sealed against tarnish, dust and 
smudge, supplied FREE with ALL Fancy 


and Serving Pieces, and Tea Spoons. 


Tarnish is locked out, brightness is sealed in 
by a duplex envelope . . . the outside made of 
special paper, the inside of moisture proof 
cellophane. Folding metal tabs keep the en- 
velope tightly sealed when closed. The lid of 
the box, when reversed, becomes a display 
panel to hold one piece of silver under a 


diagonal ribbon. 


Envelopac is supplied with all open stock 
flatware items, and the blue and gold Gift 
Box is furnished with all fancy and serving 


pieces, and with tea spoons. 


AND REMEMBER— 


CONTROLLED DISTRIBUTION 





of 1847 Rogers Bros. is the factor that is restor- x 
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The quality mark of the International fol nish 
Silver Company, Meriden, Conn., only 
makers of Original Rogers Silverplate. 
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SERVE 
YOU 
PROMPTLY 


DECEMBER 


Keep it handy all the time. If you do, you will not have to miss a sale. 
The late merchandise for you® every jewelry store requirement is listed 
and illustrated in the Benj. Allen & Co. catalogue. USE IT. 

The constant use of the Benj. Allen & Co. catalogue means profit to you 
and satisfaction to your customers. 


The Benj. Allen & Co. store will be open evenings in December. Phone or 
wire your orders and in a few hours the merchandise will be in your pos- 


session. 


BENJ. ALLEN & CO., inc. 


The Silversmiths Building 
10 SOUTH WABASH AVE. CHICAGO, ILLINOIS 
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NPEAKING OF 
THE _Jewery [RADE 


L. D. Reynolds, 


former president of the Brotherhood 
of Traveling Jewelers and of the 
Southern Jewelry Travelers’ Associa- 
tion, reports a spirit of greater con- 
fidence in business conditions in the 
middle West following a trip through 
that section. 

Mr. Reynolds points out that re- 
tail jewelers are buying more freely 
and are looking ahead to a much bet- 
ter Christmas trade this year. “While 
no big orders are being booked at the 
present time” he said, “the general at- 
titude of retail jewelers is one of op- 
timism and it is believed that the 


4 


Christmas sales will be considerably 
ahead of last year.” 








rn are the best 


hedge in the world against inflation 
in the opinion of Samuel E. Hall of 
Hall Bros. Co., wholesale diamond 
merchants of Pittsburgh... and Mr. 
Hall doesn’t see how America can 
escape inflation. 

The European diamond market has 
been marked up 10 to 15 per cent 
in the past month, according to Mr. 
Hall, and his broker cables him it is 
becoming more difficult to get mer- 
chandise. 

Any jeweler who carries a large 
stock of diamonds is bound to reach 
substantial profits through appreciated 
values later on, according to Mr. 
Hall, who says they are much better 
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assets than real estate, which you can- 
not carry with you, or securities 
which fluctuate so widely in values. 

Moreover, Mr. Hall says there is 
a better demand for larger stones and 
he attributes this to the improvement 
in the stock market. Some investors 
and many speculators will take a 
“flier” in the market by purchasing 
five thousand or more shares of stock, 
carry it up several points and take 
their. profits. These people are buy- 
ing automobiles, diamonds, etc., and 
the improved condition in the security 
market has had a lot to do with the 
better trade in precious stones. 

He is optimistic regarding future 
business conditions and believes we 
are about to enjoy a prosperity, the 
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like of which the country has never 
before witnessed. 


Abin Schmidt, owner 
of the Gmelich & Schmidt jewelry 
firm in Boonville, Mo., which is 
celebrating its diamond jubilee, has 
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in his possession a receipt given his 
grandfather which may be the only 
one of its kind in existence. It is for 
a robbery which occurred when Gen- 
eral Shelby’s raiders relieved J. F. 
Gmelich, founder of the firm, of a 
number of watches which he was re- 
pairing in 1863. 

Evidently Mr. Gmelich asked the 


raiders for a receipt so that he might 





convince his watch repair customers 
that Shelby’s men had really made 
off with the watches. The receipt 
read to this effect: 

“Boonville, Mo., Oct. 11, 1863. 
“This is to certify that the com- 
mand of Gen. Joseph Shelby have 
this day by force of arms taken 
from J. F. Gmelich a lot of watches. 

R. J. LAwrENcE,” 
Maj. and Q. M. 


Mr. Gmelich founded his jewelry 
firm in 1860, and gradually built it 
into a flourishing business. Later he 
became active in state politics, serv- 
ing successively as treasurer and lieu- 
tenant-governor of Missouri. After 
his death, his son-in-law, Max E. 
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Schmidt, continued the business, and 
now Albin J. Schmidt, his son, is car- 
rying it on. 

The famous receipt, now torn and 
yellow, is on exhibition during the 
diamond jubilee. It has been pre- 
served in the safe of the jewelry store. 

The Gmelich & Schmidt Co. is the 
oldest retail firm in Boonville and 
one of the oldest in Missouri. 


Cools, both karat and rolled 


plate, especially in natural gold colors, 
is constantly growing in demand and 
according to G. H. Niemeyer, vice- 
president of Handy & Harman, re- 
finers and dealers in precious metals, 
82 Fulton St., New York, sales in 
this metal to the jewelry trade by 
his firm were greater in October than 
in any other month for several years. 





This increasing demand has been no- 
ticeable since last August and while 
Mr. Niemeyer feels that, naturally, 
some of it is due to the approaching 
holidays, he at the same time believes 
that a growing optimism and a 
greater interest in jewelry are re- 
sponsible for the major part of this 
improvement. Manufacturers of 
watchcases, he remarked, are taking 
a tremendous amount of gold, indi- 
cating a growing demand for watches. 
In fact, stated Mr. Niemeyer, some 
of these case factories have orders 
enough to keep them working con- 
stantly until at least early in Janu- 
ary, 1936. New England manufac- 
turers, he pointed out, are buying 
gold-filled and rolled gold plate stock 
in considerable quantities, in fact 
more than they have bought for some 
years, while the sales of karat gold 
are relatively good all over the 
country. 


& « Cashen of 


Bigelow, Kennard & Co., Boston, is 
among those in favor of a slight re- 
vision of the birthstone list following 
a recent letter sent out by the Ameri- 
can National Retail Jewelers’ Asso- 


ciation, asking expressions of opinion. 
In his opinion, and he speaks for 
many of his confreres, the zircon is 
a preferable stone to the turquoise 
for the month of December. He 
feels that it is both a finer jewel and 
a gem that is rapidly climbing into 
popular favor. The addition of this 





PER 


5 


ND220 
area 











jewel to the birthstone list would 
make it more generally a topic of 
conversation, would cause inquiries 
to be made about it, and as a result 
of these factors, would boom its sales. 
People are naturally curious about 
new things, and Mr. Graham is sure 
that curiosity in this case would lead 
to appreciation of a really fine stone. 

He finds that the diamond is still 
preeminently the _ favorite stone 
among his clientele for engagements, 
but that lately a considerable degree 
of interest was shown in a rare 
carved jade mounted in a simple gold 
clasp. A recent customer was much 
impressed with this ring, although her 
fiance had offered her a diamond. A 
series of conferences followed, with 
her mother, with her future husband, 
and even with her future mother-in- 
law. Eventually, she bought the jade. 
The more unusual ring appealed to 
her, both because of the fact that it 
was unusual and because it was beau- 
tiful. She felt that she would never 
tire of it, that its charm would be 
lasting, and that it would always be 
of more interest to herself and others 
than the more conventional diamond 
that shone on the engagement fingers 
of so many of her friends. 


dd 

‘bee recent death 
of General A. W. Greely and the 
newspaper accounts of his expedition 
in the Arctic region in the years 1881- 
1884 bring up memories of incidents 
occurring in Maiden Lane in those 
two years and directly connected with 
the Greely equipment,” says Henry 
Abbott, president of the Maiden Lane 

Historical Society. 
“During the seventies and early 
eighties,” he continued, “the E. How- 
ard Watch Co. maintained a whole- 
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sale. distributing office at 15 Maiden 
Lane. Watch movements were made 
at their own factory in Boston. Gold 
cases for these were made in Brook- 
lyn. My place of business then was 
at 7 Maiden Lane. For many years 
I was employed to assemble these 
Howard movements and cases. 

“One day in 1881 ‘Jim’ Pierson, 
the New York manager of the 
Howard Company, brought into my 
office a gentleman whom he intro- 
duced as Lieutenant Greely. At the 
same time I was handed a watch 
movement and case to be assembled. 
Mr. Pierson said that Edward 
Howard was presenting this watch to 
Lieutenant Greely for use in his Arc- 
tic expedition and that he wished it 
to have special attention in the mat- 
ter of adjustment and regulation, 
since it would go into a very cold 











country and the expedition might be 
away a long time. Three weeks later 
the watch was delivered; its per- 
formance having been eminently satis- 
factory while in my hands. It was 
at that time the highest type as well 
as the highest priced watch made in 
the United States. 

“Newspapers of that time devoted 
much space recording the plans de- 
scribing equipment and personnel of 
the expedition. It was known as the 
‘Lady Franklin Bay Expedition.’ 
They were charged with the duty, not 
only of exploring and making maps 
of the region but with certain scien- 
tific observations, especially with ref- 
erence to magnetic phenomena of the 
Arctic. Included with their scientific 
instruments was a chronometer sim-_ 
ilar to those employed in determining 
the position of a ship at sea. A chro- 
nometer is a very accurate time keeper, 
usually mounted on a universal joint 
inside a square box in such manner 
that no matter how a ship may roll 
or pitch in rough water, the chronom- 
eter may always remain in the same 
position—with its dial up. 

“Two ships sent north to bring 
the party home, one in 1882 and an- 
other in 1883 were wrecked in the 
ice jams and not until 1884 did a 
naval commander succeed in reach- 
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ing the six survivors and bring them 
back to civilization. The other 18 
perished of exposure and starvation. 

“On the arrival of the rescue 
party at New York in 1884, news- 
papers were overflowing with stories 
of experiences of survivors. Among 
these stories was one I remember, in 
effect, that the chronometer had been 
crushed in an ice-jam and that there- 
after, during nine months, Lieutenant 
Greely continued his observations, 
and in the absence of a chronometer 
he used his pocket watch to determine 
longitude. 

“In March, 1935, when we were 
all discussing the very tardy recogni- 
tion by Congress of the services 
rendered to the nation by General 
Greely more than 50 years ago, I said 
to a friend, ‘I wish that I could have 
verified that newspaper story of 50 
years ago about determining longitude 
by the use of a watch.’ My friend 
promptly replied: ‘I’ll ask the Gen- 
eral; we are old friends—spend our 
summers in Newburyport and _ be- 
longed to the same club many years.’ 

“Some weeks later, I learned that 
he had called on General Greely, had 
an interesting chat with him and that 
the watch had been used as reported; 
that he still was carrying the same 
watch and it still was keeping good 
time.” 


dd 

. Under the guiding hand 
of London the value of diamonds is 
sound and firm as the Rock of Gibral- 
tar. There are, moreover, countless 
thousands of people in all walks of 
life who cherish their gleaming gems 
as mementoes of their happiest hours,” 
said John Lovell Baker, gem buyer 
for Henry Birks & Sons, Limited, 
at a recent meeting of the Rotary 
Club of Montreal in his address 
“The Romance of the Diamond’’ at 
the Windsor Hotel. He assured own- 
ers of these gems that “there need be 
no fear that the value of your dia- 
monds will sag to a fraction of their 
true worth, for they are backed by 
a monument of financial strength, as 
well as by a program started by men 
whose vision extends beyond the lean 

years into the centuries to come.” 
“There are uninformed people” who 
cry out against the ancient bugaboos 
of monopoly and trust when speak- 
ing of the diamond,” Mr. Baker con- 
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tinued. “Without the strong hand 
of the Diamond Corporation, the dia- 
monds found in alluvial diggings of 
recent years would have demoralized 
the diamond market as so many other 
industries have suffered, and, without 





the cooperation of the South African 
Government even the corporation 
would have been hard put to stem 
the tide. There have been times when 
the value of diamonds has gone down 
to lower levels, but always they have 
recovered.” 


ite proposal to change 
the generally recognized birthstone 
list, presented for consideration at the 
last A.N.R.J.A. convention in New 
York is strongly opposed by Emil W. 
Kohn of Theodore A. Kohn & Son, 
608 Fifth Ave., New York. 
“If our present birthstone list has 
any value, and I feel it has, it is the 


SENTIMENT 
TRADITION 





sentiment surrounding it by long 
usage and tradition,” remarked Mr. 
Kohn. “It must be remembered that 
the jewelry business is built largely 
upon sentiment and tradition and I 
would regard it as a calamity should 
the industry be robbed of these fac- 
tors by any changes in our birthstone 
list. By frequent changes we lose 
this sentimental value and at the same 
time destroy the confidence of the 
public. Any change would be a dis- 
advantage to the trade and I am 
strongly opposed to this proposal. 
Even if the present list is changed I 
shall not alter my opinion but will 
hold to the old list which, because of 
its sentiment, tradition and long 
usage makes it valuable. I approve of 
the list adopted by the American Na- 
tional Retail Jewelers’ Association 
some years ago.” 
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A better than seasonal 


demand for medium priced watches 
and plated flat ware will boost Syra- 
cuse retail jewelry stores’ Christmas 
sales considerably higher than last 
year, in the opinion of Arthur B. 
Frost, 356 South Warren St., Syra- 
cuse, N. Y. 

“General business indices for the 
Syracuse area are encouraging,” said 
Mr. Frost, “but I don’t believe that 
our industry’s holiday trade will be 
quite as good as it was two years ago. 

“There is a fair demand for dia- 
monds and the better jewelry, a good 
interest in flat ware, especially plated 
flat ware, and a really exceptional 
market for watches retailing at $30 
to $50.” 

The proposal to substitute zircon 
for turquoise as the December birth- 
stone would result in added sales, 
Mr. Frost believes. The lustrous, 
brightly cut former stone, he de- 
clared, appeals to both men and wo- 
men wearers, and for the last few 
years has enjoyed brisker sale than 
turquoise, which fell into unpopular- 
ity even though it: remained the of- 
ficial birthstone for December. 


 qnerns on a 
finding of the Federal Trade Com- 
mission, Charles T. Evans, secretary 
of the A.N.R.J.A., said: “The find- 
ing of the Federal Trade Commis- 
sion in the case of L. & C. Mayers 
Co., Inc., as announced through news- 
paper releases on Nov. 6, brought 
encouraging news to every ethical re- 
tailer, wholesaler, manufacturer and 
importer of jewelry. This decision is 
a tribute to organization, for only 
through the efforts of the American 
National Retail Jewelers’ Association 
and its officers and counsel could this 
most important work have been ac- 
complished. 

“Now that the Federal Trade 
Commission has issued its cease and 
desist order, the A.N.R.J.A. intends, 
through its officers and its counsel, 
to do everything in its power, not 
only to see that the respondent con- 
forms to the provisions of the order 
of the Federal Trade Commission, 
but that others conducting business 
along similar lines shall be made 
parties to the same kind of action 
as resulted in this particular case.” 











MAKE THIS A JEWELRY AND 
SILVERWARE CHRISTMAS 


by POLLY PET TIT 


C aeteeen has always 
been associated with giving. The fantastic story of 
Santa Claus and his inexhaustible bag of toys is an 
international legend which young and old have long en- 
joyed. Christmas giving, however, had its origin in the 
“Visit of the Magi” who brought priceless gifts to the 
celebration of the First Christmas. Then, as now, pre- 
cious gifts were the highest tribute one could make and 
today, jewelry and silverware are accepted as the logical 
gift for the Christmas season. 

As a token of esteem, love or remembrance nothing 
can take the place of a valuable piece of jewelry or an 
article of sterling silver. The buying public has, through- 
out the years, been well educated as to this fact and the 
fortunate jeweler can well expect his business to reach its 
yearly peak during the Christmas holidays. The public is 
ready to buy if appropriate merchandise is available. 


Photos by Old Associates 


Every jeweler faces the task of convincing his public as 
to just how appropriate his Christmas stock is, and by far 
the best and most convincing method is through attractive, 
all-revealing window displays. 

The store windows are any merchant’s principle con- 
tact with his immediate buying public. Since, during 
the Christmas season, this public will be thinking in 
terms of holly wreaths, snow scenes, Christmas trees 
and gifts for loved ones, the window displays should 
stress or be built around such objects. By depicting with 
appropiate merchandise the true Christmas spirit in his 
displays, the jeweler is sure to command immediate 
attention. 

During the Winter season, jewelry is worn more 
regularly and in larger quantities than at any other 
time of the year. Both men and women are pleased and 
flattered by gifts of jewelry. There is sure to be a reward 





“Gin her with gifts, if she respect not words; dumb jewels often in their 


silent kind more than quick words do move a woman’s mind.’’—Two Gentle- 
men of Werona. 
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Hear Pe! Bere on the corner where Price and Quality meet Gather all pe Merrp Gentle- 
men and make pour selection of Gifts for pour Ladies. Bear Be! 
Ladies too will find Gifts for pou Bere on the Corner where Price and Quality meet. 








Hear Be! Pour 








in increased sales to the jeweler who displays his seasonal 
selections of fine watches, jewelry and precious metal gifts 
against a striking Christmas background. Window dis- 
plays show not only the actual merchandise which is 
presented for the public’s approval but, as this is more 
important, portray the true quality of the merchandise— 
a characteristic which is the jeweler’s best sales argument 
today. 

Christmas is naturally a season for celebration and 
consequently—for feasting. 

The family dinner table set for the festive meal on 
Christmas Day is a sight dear to everyone’s heart, and 
what hostess does not take pride in her silver service! No 
gift could be more appropriate or worth while than a 
handsome addition to a prized silver set. A display de- 
voted to silverware which emphasizes the lasting qualities 
of a silver gift is sure to gain popular response. A gift 
of sterling silver will retain not only its beauty and use- 
fulness for many years, but in its polished surfaces will 
constantly reflect the spirit of the gift. 

Since every store in every community is anticipating 
the annual holiday rush with unique displays and un- 
usual preparations, the jeweler must incorporate more 
emphasis into his windows if his store is to retain its 
position of prestige which it so greatly deserves. Sim- 
plicity is the first rule in emphasizing anything. Contrast 
arrangements of the traditional Christmas colors always 
prove attractive and, of course, unusual types or styles 
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of jewelry or silverware create much interest on the part 
of the average passerby. 

Especially at Christmas time the public will come into 
the stores just to look around. Attractive displays, both 
interior and exterior, will augment this customer circu- 
lation and enable the casual shopper to see the entire 
stock of a store, but such increased customer circulation 
is not enough. The customers must be persuaded to 
enter the store with a definite purchase in mind and here 
again, the jeweler’s window displays are all important. 

No window is large enough to show adequately, the 
entire store’s stock and it is certainly not to the jeweler’s 
advantage to crowd his windows to overflowing. The 
window presentations should be simple and at the same 
time graphic. The merchant must make a selection of 
his wares—decide on what leading items are to be dis- 
played and stand or fall on that decision. 

The general public knows that the average jeweler 
caters to every man’s pocketbook and that the merchan- 
dise inside the store will probably have a most general 
appeal. Whether the passing public goes into a store 
merely to browse around with the hope of finding “some- 
thing suitable for Aunt Hattie” or whether the public 
enters intent on a definite purchase depends on the eye 
compelling and interesting product arrangements in the 
windows. 

The jeweler is not concerned with whether the cus- 

(Please turn to page 57) 














JEWELS FLASH 


by 
JUNE HAMILTON RHODES 





Jewelry de- 





signs by 
GPonit, 
New York 

Wide World Photos 

Jeweled earrings, gem-studded dress ornaments and sparkling bracelets 

graced beautiful gowns worn by these society women attending the 

Nationa! Horse Show Ball held on Nov. 1] in New York. Left to right: 

Mrs. Guy Henry, Mrs. David Wagstaff, Major General Dennis E. Nolan 

and Mrs. J. Spencer Weed. 

Many changes have taken men in formal hunting clothes brightened up the show. 
place in New York society in these last few years and all Hunter’s Pink tailcoats are something worth popularizing. 
have left their effect upon the customer of Old Gotham. These handsome and decorative gentlemien also wore 
The opera formerly opened the season, but now the Horse jeweled shirt buttons. 

Show does the honors. Not in the last five years has there Mrs. Jock Whitney, the former Liz Altimus, the most 
been so brilliantly dressed a crowd or one of more distinc- brilliant performer in the show and the owner of one of 
tion. the most successful racing stables, came to the opening 
We say brilliantly because, added to furs, feathers, vel- night dressed in her stable racing colors—cerise and purple. 
vets and rich metal cloths, jewels were again worn as in She wore a purple velvet frock, and a long, romantic 
the old days of superb elegance and luxurious ostentation. — cape of cerise velvet, long diamond earrings swung from 
Even the gentlemen wore pearl and diamond studs in her ears, and a lavish assortment of diamond bracelets com- 
their immaculate shirt fronts, and when we tell you that pleted her ensemble. 
a magnificent pearl gleamed in the shirt front of Mrs. Arthur Glasgow of London wore a chinchilla 
Edward Manville and that, to quote the News, “Dave cape, a novelty in these parts in recent years and a high- 
Wagstaft’s boiled shirt positively gave off sparks,’’ you note for precious furs. Her jeweled evening hat was a 
may imagine that the diamond shirt studs worn by this new note, also, and one of the outstanding jewel features 
distinguished member of society were not exactly diminu- of the show. 
tive. Mrs. Robert Schey wore a gunmetal lamé frock and 
Freddie Alexander and half a dozen unidentified gentle- over it a long white velvet wrap with a white fur cape. 


26 THE JEWELERS’ CIRCULAR—KEYSTONE 
for December, 1935 

















at NEW YOR 


ORSE SHOW 


Once again the glitter and sparkle of fine gem- 

set jewelry and the lovely luster of carefully 

selected pearls graced the beautiful evening 

gowns worn by society women at the National 

Horse Show and at the brilliant Ball at- the 
Hotel Waldorf-Astoria. 


International 
News Photo 





Mrs. John Aspegren, New York society woman, 
who chose earrings and necklace of pearls. 


International News Photo 


Seen at the Horse Show was Miss 

Edwina Atwell, New York society girl 

Her jewels included a single strand 

pearl necklace and small jeweled wrist 
watch 
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World Wide Photos 





Miss Margery Pefferell Stoddard, 

attending the Horse Show Ball with 

Charles Standifir, included a jeweled 

hair ornament, long drop earrings, 

an attractive necklace and a jeweled 

wrist watch in her selection of 
jewelry. 


A three-strand pearl neck- 
lace was among the jewels 
worn by Miss Toni Johnson 
when she attended the Horse 
Show with Edmond Anderson. 





Her diamond and emerald pendant earrings were a great 
addition to her toilette. 

Mrs. David Wagstaff of Tuxedo was looking her best 
in purple velvet, magnificent pearls and a sheaf of orchids. 
Mrs. John Aspegren wore a gown of maroon metal lace 
with a huge diamond barpin and a string of priceless 
pearls. 

Pearls, more than any jewels, were worn as necklaces 
of varying adorned low decolletages. Almost all the ladies 
present wore bracelets and all of them, of course, wore 
rings. 

Mrs. Guy Fairfax Carey was ablaze with jewels, notably 
in a show where all of the ladies were bejeweled. Jewels 
of all sorts complemented many of the costumes seen at 
the Garden. A king’s ransom in diamonds sparkled at 
the National Horse Show opening, writes Madam Flutter- 
bye. Mrs. Axel Werner Green was aglitter with her 
famous sapphires. | 

Diamond and jeweled hair ornaments have taken the 
place of the tiara, which returns as wreaths of flowers— 

(Please turn to page 40) 























ACROSS THE 





Build Confidence 


VERY once in a while reports are 

received which indicate that there 
is a lack of cooperation and helpful- 
ness among some retail jewelers who 
“knock” competitors whenever oppor- 
tunity offers. This gains nothing and 
often results in the loss of an impor- 
tant sale. 

In this connection attention is 
called to a full-page Christmas adver- 
tisement which appeared in the New 
York Times on Nov. 19, reflecting 
an entirely different spirit. 

The advertisement was published 
by Saks-Fifth Avenue Store and reads 
in part as follows: “This is a good 
store. We don’t say it is the only 
good store. If this reminder sends 
you out to shop in one of the others, 
it will still benefit us sooner or later, 
for all good stores have a common 
cause... 

Here is an example that can well 
be followed by all members of our 
own trade. It reflects not only the 
spirit of Christmas but the attitude 
which should prevail at all times in 
our industry. Confidence is the basis 
of our business. It should be built 
up—not destroyed. 


An Important Finding 


EWELERS in all sections of the 

country are gratified at the find- 
ing of the Federal Trade Commis- 
sion in the case of the L. & C. Mayers 
Co., Inc., reported on another page 
in this issue of THE JEWELERS’ Cir- 
CULAR-KEYSTONE. The decision is a 
blow at wholesale - retailing which 
should have lasting beneficial effect 
upon our industry in discouraging a 
trade evil which has existed for years. 

For years ethical retail and whole- 
sale jewelers have complained about 
this condition, which has been a sore 
spot in the industry for so long that 
many held the opinion that nothing 
could be done about it. The case has 
been before the Commission since 
1931, when Felix H. Levy, counsel, 
and Wilson a Streeter, chairman of 


the Legislative Committee of the 
American National Retail Jewelers’ 
Association, presented it. 

During the time of the operation 
of the NRA the local Code Authority 
of the metropolitan area of New York 
fought the retailing-wholesalers and 





Christmas Greetings 


—t is with genuine sest—and J use the 
term genuine adbisedlyp—that J extend the 
heartiest of Christmas greetings to all our 
friends in the jewelrp industry. 

—‘Merrp Christmas”’ is a straight-from- 
the-heart sentiment whether the times be 
good or bad. 

—But a “Merry Christmas’? based on 
improved economic [conditions and bastlp 
improved morale bas a meaning all its own. 

—Tobdap people are beginning to buy what 
thep want, in addition to what thep need. 

—That means that the jewelrp industrp 
in all its phases is rapidly recovering equi- 
librium and profit opportunities. 

—&o0 again J sap Merry Christmas to 
pou all—and rebel in the thought that the 
coming pear is going to be a good, wholesome 
one in eberp sense of the word. 


President 





the National Wholesale Jewelers’ 
Association worked against the at- 
tempt of the L. & C. Mayers Co. to 
be included as a “wholesaler” under 
the Wholesale Jewelry Code. The 
final decision of the Commission was 
held in abeyance at that time. 

Now that the Commission has is- 
sued its order the finding should serve 
as a warning to others who have been 
following the same course, and if 
other violations of the Commission’s 
order occur prompt steps should be 
taken. 

a 8 


Birthstone List 
E erin proposed change in the birth- 


stone list, growing out of a reso- 
lution adopted at the convention of 


28 


the American National Retail Jewel- 
ers’ Association in New York last 
August, has created much discussion, 
following the recent letter sent to a 
representative list of retail jewelers 
by the secretary of the association. 

It is suggested that the zircon be 
substituted for the turquoise as the 
December stone and that five new 
stones as alternates be put on the 
present list. 

Some jewelers hold that no change 
should be made because sentiment 
and tradition are important factors. 
Others urge that modern merchan- 
dising needs make it advisable. 

We feel that no action should be 
taken at the present time. If, after a 
careful survey of trade opinion and 
a thorough study is made, it is found 
desirable the matter can be taken up 
later. 


Publicity Campaign 


HE nation-wide campaign to cen- 

ter public attention on jewelry 
and kindred lines, which has now been 
started under the auspices of the 
American National Retail Jewelers’ 
Association, should be supported by 
every member of the industry. The 
amount aimed at before beginning the 
work has not as yet been subscribed 
in full but with the cooperation of 
the trade it can, and should, be raised 
within a short time. 

Those who have already shown 
their willingness to put their hands 
in their pockets for the benefit of 
the trade at large were practically 
unanimous in their desire to launch 
the campaign at once. With their 
example as an inspiration, added 
funds should be forthcoming to carry 
on under the plan adopted. 

To have delayed action until some 
indefinite future date would, in our 
opinion, have been poor judgment 
and would have required that the 
work be done all over again with the 
added. loss of the beneficial effect the 
publicity will have this year during 
the holiday season. 
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Make Jewelry Trade Christmas Sales King 


REPORTS from all sections of the country show that sales of jewelry and kindred lines have already 

shown a marked increase in our industry and every indication points to a better Christmas trade 
this year than has been enjoyed since the beginning of the depression back in 1929. December is 
the harvest time for retail jewelers—from 25 to 30 per cent of the year’s total business is done dur- 
ing this month—but jewelers must bear in mind that merchants in other lines are just as alert and 
just as anxious to also make it their harvest time. 

If this year is to show that retail jewelers have gathered in their full share of the Christmas 
dollars, every effort must be made to direct public attention to jewelers’ wares. We have been 
passing through a long period during which purse strings have been drawn tightly, but now that 
conditions are showing improvement the inherent desire of men and women to possess the fine 
products of the jewelry craft should be fostered. a 

Headlines from business and economic services and the sales and profit reports of key indus- 
tries all point in the right direction. The United Business service recently said: “Recovery is likely 
to proceed with somewhat greater vigor. Both agricultural and urban purchasing power are above 
last year.” This and other similar statements should prompt retail jewelers to center attention on 
their stores as the logical places for the purchase of worthwhile gifts. Attractive window displays, 
carefully prepared advertising, a friendly greeting and courteous attention to all customers will help 
make this a jewelry Christmas. 

Distribution by Christmas clubs in the next two weeks will reach a total of $312,000,000 to 
some 7,000,000 depositors or an average of $44, according to an estimate by Herbert F. Rowell, 
president of the Christmas Club. Christmas purchases will take the chief share of this money. 

What are you doing, Mr. Retail Jeweler, to get your full share of the Christmas business? 


OSCE en Mr canon 
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PROMOTING 


* 


Now is the time to swing your store 

into action for the holiday season. 

Christmas is the sales harvest time 

for the retail jeweler — Reap your 
share. 


* 


wing the next few weeks 
your store should develop that ‘come hither” look. Re- 
member that the most constant factor about the buying 
public is its inconstancy. They like change and variety. 
It is this same buying public which will dig up $20 for a 
ringside seat and argue about a few cents in the price of 
a piece of jewelry. It’s a public whose women wear 


winter hats and furs in summer and summer hats in win- — 


ter, who crave new thrills, new excitement, new enter- 
tainment and who change their coiffures, their complex- 
ions and their styles as often and as easily as they change 
their minds. 

Into the midst of this seething, self-centered, pleasure- 
loving mass of humanity you must send your sales mes- 
sages, and they must compete with a multitude of dis- 
tracting influences that appeal to the sight and hearing 
of the passerby. Neon signs vie with moving billboards; 
the flashing, twinkling lights of the theater compete with 
the screaming headlines of the newspapers for the atten- 
tion of this “buying public.” Is it any wonder, then, that 
the hurrying pedestrian or motorist, each intent on his 
own affairs, is a creature whose attention it is difficult to 
catch and still more difficult to hold for any length of 
time? 

Therefore you have a real problem on your hands to 
make the passer buy. 

Let’s look first at your show windows. Are they dif- 
ferent from dozens of similar windows in dozens of simi- 
lar jewelry stores in your city? Let’s make an honest 
appraisal of their attention-getting value and then walk 
inside the store and make a survey of its unworked pos- 
sibilities. Is your store interior bright, colorful and in- 
viting or is it drab, uninviting, stiff and formal? If it is, 
then you can understand why the younger generation of 
shoppers prefer the warm, inviting atmosphere of the 
department store in which to do their Christmas shopping. 

But let us return to the show window. It is the one 
sales spot where goods may be displayed in their original 
form and color, where they can be seen and compared and 





SS ET 























2 6 WA OAC COOMA 








HOLIDAY 





By RICHARD C. WALTER 


then purchased. All other forms of advertising lead to 
this one sales spot—it’s where advertising impressions 
take expression in the form of sales. 

Your rent is determined largely by the number of 
people who pass your store location in twenty-four hours. 
Your profit depends upon how many of these people 
(sidewalk circulation) can be induced to stop, look and 
loosen. 

Trite, you say. Yes. But it’s the obvious things that 
often are overlooked. The old adage that familiarity 
breeds contempt applies nowhere as strongly as to window 
display. We plan to change our window displays once a 
week, but time slips past in the doing of countless other 
things, our windows grow stale, our displays are passed 
by because people have seen them before, and so we lose 
sales, and, what is worse, we lose an opportunity to see 
and talk with new customers who might be attracted by 
new, eye-catching display of novel things. 

And how about your show windows after dark? Think 
of the competition which the average retailer’s window 
has to face at night—the bewildering array of flashing, 
changing signs—the endless panorama of light and color 
the business street presents to the eye. In the midst of 
all this dazzling illumination even the well-lighted store 
window will appear dull and drab. Do you know that 
simply by changing your light globes from 75 watts to 
100 watts you triple your illumination and more than 
double the attention value of your show windows? The 
difference in cost will be more than absorbed by the added 
sales which this increased illumination will attract. 

Now, after increasing the attention-value of the show 
window itself, we must install a display that will hold 
the attention of the passerby. 


THE CHRISTMAS FIREPLACE 


One of the oldest but most effective window display 
arrangements it is possible to use at this season of the 
year is the Christmas fireplace built of wall board and 
covered with decorated crepe paper simulating bricks. 
The hollow of the fireplace may be filled with gay Christ- 
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- What are you doing to catch and hold 
the attention of the holiday shopping 
throngs? Do your windows invite them 
into your store and are you making every 
effort to get your full share of the dollars 
that will be spent to bring happiness to 

~ old and young this Christmas time? 


x *§ * 


mas packages as if dropped down the chimney by old 
Santa himself or it may be prepared so as to give the 
illusion of a burning fire. 

This is done by very simple means. All we need are a 
small fan, a few strips of colored crepe paper, a red light 
globe and some firewood. Place the fan in the fireplace 
on its back, so that the current of air it generates will 
shoot straight up the chimney. Attach a few strips of red, 
yellow and orange crepe paper to the wire guard of the 
fan, making the strips of varied lengths from four to 
seven inches and tapered at the top. When the fan is 
turned on, these colored strips will flutter upward like 
real flames. When some firewood is piled around and 
over the fan and a red light globe concealed under it, the 
effect is an almost perfect illusion of a burning fire. 

On the mantelshelf place appropriate Christmas gifts, 
with the Christmas wrappings partly undone. Place a 
couple of candlesticks at either end of the mantelshelf 
together with a vase with some poinsettias. A bridge table 
in front of the fireplace set as for luncheon with silver- 
ware and china will suggest a combination gift of these 
items. 


Pes more window depth 


to attract attention at night, place a full-length mirror in 
one end of the show window (you can borrow one from 
your local furniture store). Drape red silk over one 
corner, allowing it to fall gracefully to the floor, where 
it should be shirred along the window bottom for four or 
five feet. On this shirred silk place such items as silver. 
cigarette cases, compacts, dresser sets, cut-glass perfume 
bottles, bracelets, etc. Place a small mirror in the oppo- 
site corner of your window (on the floor) with a goose- 
neck lamp over it, and on this mirror display some very 
bright, sparkling pieces of jewelry. Sprinkle cotton wool 
and artificial snow in the bottom of the window for 
atmosphere. 

In your second window (or if you have none, then on 
a ledge inside your store) you can erect a novel back- 
ground representing a stained glass window. This is one 
of the most attractive centerpieces for a display and lends 
a touch that can be achieved in no other way. The win- 
dow is easily constructed of wall board, and should be 
about 28 inches wide by 5 feet in height, tapering at 
the top. The unit is nailed to two uprights 5 inches 
wide. The cut-out portions of the “window” are backed 
with semi-transparent parchment paper, the colors being 
laid on with crayon. Behind the window two electric 
lights are installed, set in home-made reflectors so as to 
throw the light upward along the pilasters. The reflec- 

(Please turn to page 41) 

















* DECEMBER SELLING IDEAS FOR 











LIVER SELLE of the Selle Jewelry Co., St. Louis, 
Mo., has enhanced greatly the appeal of one of his 
attractive mailing pieces through a novel way of illustrat- 
ing diamond rings. He employs a new resin printing 
process which produces the effect of a raised bas-relief 
showing the design of the ring very clearly. The illustra- 
tions are printed in silver on pink stock. Five rings are 
shown in angle formation on the inner page of the folder 
and within the angle this copy appears: ‘“We emphasize 
the 58 facet diamonds over the 18 facet diamonds, because 
there is as much difference in brilliancy between the two 
as there is between electric light and gas light.” 











GREAT deal depends upon the window display to 

attract passer-by attention and draw them into the 
store during the Christmas selling season. A jeweler in 
a Middle Western city made his window stop them last 
Christmas-time by using a crépe paper background showing 
a Santa Claus scene, with his reindeer arriving at the 
jewelry store at full speed. In one corner was a wall- 
board fireplace with stocking filled with gifts, and in the 
foreground and about the fireplace were attractively 
grouped a number of carefully selected gift suggestions. 
which were shown with gayly wrapped packages. A 
concealed electric fan, to which were attached red and 
yellow paper streamers, produced a realistic effect when a 
red light was directed on the fireplace. 





AS a means of encouraging the people of Monrovia, 
Calif., to patronize home-town stores, Glenn Box, 
Monrovia, jeweler, attached to all bundles going out of 
the place during the holiday season stickers which bore 
the message, accompanied by appropriate decorations: 
“THANK YOU! WE ARE SHOPPING IN MON. 
ROVIA, TOO.” The stickers were six inches long and 
two inches wide and could be used in place of twine or 
gummed paper tape for doing up bundles. The plan was 
used in cooperation with other merchants of the com- 
munity, and it can be used at times other than Christmas 
when it is desired to foster the trade-at-home idea among 
the people. 











Dp HOTOGRAPHS of made-to-order Christmas jewelry 
of the Syman Brothers Jewelry Co., Denver, Colo., 
according to Ted Syman, owner, have increased business 
materially during the last few months. He is convinced 
that patrons will buy genuine jewels if the dealer can pro- 
tect them against loss and theft. Hugh L. Coffman, an 
employee, has perfected a machine which enables the pho- 
tographer to make each picture for only a few cents. A 
kodak can be used. This added service pleases customers 
and is good advertising. It also gives purchasers an added 
feeling of security when purchasing high-priced articles. 





.. Many jewelers are concentrating on the 
ideas on these pages we offer 
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JEWELERS 


“DOLLAR BOARD” in the window of the H. H. 
Frumess Jewelry Co., Denver, Colo., sells hundreds 
of extra one-dollar purchases during the year. The board 
is divided vertically into two equal divisions. In the very 
center is an attractive placard reading “only $1.” At the 
top are two similar placards, reading “For Him” and “For 
Her.” Compacts, cigarette lighters, cigarette cases, and 
other items that retail at $1 are displayed on the board. 
The articles are changed periodically in order to maintain 
interest. Such a board should prove of unusual value dur- 
ing the holiday period when customers are searching for 
moderately priced items for friends, but do not feel able 
to buy expensive gifts. 

















EW tags sell old merchandise during the Christmas 

season at the Jessop & Sons Jewelry Co., San Diego, 
Calif. Before the holiday season the company brings out 
all left-over gift merchandise from the year before and 
stock which has collected during the year, cleans it up and 
puts new holiday tags on it. Many of these items sell like 
the proverbial hot cakes—and at the regular prices. 
“Christmas can be made a worthwhile cleanup occasion 
without making any price reductions whatever,” says sales 
manager Richard Jessop. 











LLUSTRATED folders are good sales ammunition, 
especially in view of the fact that they are supplied by 
manufacturers and therefore are most inexpensive advertis- 
ing for the jeweler. Slavick Jewelry Co., Los Angeles, 
Calif., find it a good idea to offer illustrated folders on all 
patterns of silverware when they run a newspaper adver- 
tisement. A brief line in silverware advertising states 
that these will be sent on request. Some persons will write 
in rather than come into the store, as they feel that no 
sales resistance will have to be offered in this way. Folders 
handed to shoppers who leave without buying also are 
effective, giving them “something to remember you by.” 
This plan helps to sell more silverware during the holiday 
period. 











OTION supplied by a simple, mirror-covered turn- 
table in a front window has been a big factor in 
increasing sales at the Gensler-Lee Jewelry Co., Bakers- 
field, Calif. The device, easily manufactured by any 
craftsman with a few cents’ worth of material and a few 
minutes’ time, is a wood circle with a light wood hood 
extending down from its edges to a point about one-half 
inch from the floor. The circle and the hood are both 
covered with tiny mirror sections and merchandise is dis- 
played on the circle surface. A small motor provides 
sufficient power to move the belt which runs from the 
motor shaft to a pulley on a shaft running down from the 
center of the circle to a floor socket. 














problem — How can | increase my Christmas sales? 


. . . In presenting the 


suggestions that have been found profitable. Try some of them in your store. 
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bse jewelry industry has for the past five years undergone probably one of the most 
severe tests recorded in the annals of our economic life, notwithstanding the fact 
that few, if any, industries escaped, even those dealing in absolute necessities. 

During the hectic days of 1932 more banks failed than jewelry stores and in the 
past three years the percentage of jewelry failures has been less than the great majority 
of other lines of business, lines which were supposed to have been builded on very 
substantial foundations. 

Good jewelry is bought by cultured people who revel in the beauty of precious 
stones, the glory of platinum, gold and silver. Jewelry, in most instances, carries with 
it a very deep implication of endearment and is ofttimes evaluated far beyond its 
intrinsic worth because of the event which prompted its gift or purchase. 

Jewelry can be garish and objectionable, flashy and barbaric, but good jewelry 
worn in good taste brings to its owner a sense of pride of adornment and a joy of 
possession. It has lived through the centuries and it will live as long as time endures. 

Some of us who hold high our devotion to the industry are sad and sick at heart 
when we see the many attempts to make “a racket” of the jewelry business. We, of 
course, know that there are men in the industry who never should have been in it if 
the industry was to have been glorified for, while it may be inconsistent to say that a 
jeweler is naturally in business for profit, for a livelihood or for gain, there is a point 
in the business where it becomes so highly commercialized that it is misrepresented 
and bedraggled through the mud of untruthful statements, misleading former prices, 
worth and structure. , 

The industry must, of necessity, suffer and as a matter of fact it has suffered in 
the opinion of the people whom we depend upon to buy our wares. 

Jewelry and precious stones have paralleled in price the advancement of many 
other commodities. Good jewelry will again demand a price and always sell. 

There is a fine attitude on the part of the American watch manufacturers, who 
have come to realize that the reputable retail jeweler is entitled to a profit on the 
watches he sells and repairs, and they have profited, I am sure. 

Some of the silver people have tried to do a good job but I am a bit afraid with 
little appreciation on the part of some of our jewelers. 

It’s encouraging to see the changing technique and policy of some of our credit 
stores which have begun to realize the fact that circus advertising in the newspapers 
attracts only a certain of type of purchaser—a type whose ability to buy is very limited. 

The clock manufacturers have gone through the fire. Clocks have been used as 
a football by many of the outlets and prices on these articles, which have so long a life, 
have been ridiculous. A clock that is good, tells accurate time, is an adornment to 
the home and is of utilitarian service, certainly should bring a reasonable profit. 

There are many other phases of the jewelry business that need righting, many 
that have been righted and others that are in process of being put on a more firm, 
more business-like basis, and this thought in itself should serve to bring to us at this 
time of the year an intensified spirit of thanksgiving and a looking forward to a 
Happy Holiday Season, and without writing this page I might merely have said 
that I wish from the bottom of my heart—and I’m sure all my associates in this pub- 
lication join with me—for you and yours a Merry, Merry Christmas and a Happy 
and Prosperous New Year. 


Aerthy fob yl 


Vice-President. 


B.J.D. 























that protect your good name 











THE JEWELERS’ C 


Christmas Gifts 


WADSWORTH belt buckles, tie clasps and collar clasps 
are made by the same skilled craftsmen who make 
Wadsworth Watch Cases for the world’s leading watch 
manufacturers. To suggest gifts of quality like these, pro- 
tects the good name you have established. They are priced 
fairly . . . to give your customers genuine value; to give 
you a reasonable profit. 


Notice the smartly engraved belt buckles... the graceful 
tie clasps . . . the beautiful, non-slip collar clasps. . . real 
selling features! Remind your customers, too, that 
Wadsworth gifts for men come only in precious metals— 
hardened Sterling Silver and Natural Yellow Gold. 


The Wadsworth Watch Case Company, Incorporated, 
Dayton, Kentucky. Offices: New York, 20 West 47th 
Street; San Francisco, 140 Geary Street; Chicago, 35 East 
Wacker Drive. 
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@ BUCKLES: Smart Sterling 
Silver belt buckles. Price to 
the consumer, $5.00; in Nat- 
ural Yellow Gold Filled, 


@ TIE CLASPS: The newly 
Sucheead Wadsworth tie clasps 
are long and graceful. Price 
to the consumer, $1.50. 


@ COLLAR CLASPS: Wads- 
worth collar clasps incorpo- 
rate a patented non-slip fea- 
ture. Price to the consumer, 


$1.00. 


@ SETS: Matched buckles 
and tie clasps may be obtained 

in fine satin-lined gift boxes. 
Price to the consumer, $6.50 
a set; in Natural Yellow Gold 
Filled, $9.00 a set. 


WADSWORTH 

















THE JONKER DIAMOND 


The intense interest aroused by the famous Jonker 
Diamond is conclusive proof that the buying public 
‘ is again ‘diamond conscious." 


May we help you to cater to this ready market from 
our large and varied stock of precious stones and 
fine mounted jewelry? Let us cooperate with you 
on your special and general ‘requirements. 


DIAMONDS 


Round and Fancy Shapes 


DIAMOND JEWELRY 
Bracelets — Rings — Clips 


Pearls and Precious Stones 


MARRY WiNSTON 


BRITISH EMPIRE BUILDING 
ROCKEFELLER CENTER 


620 FIFTH AVENUE NEW YORK 
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I, a day when the 
watchword is “speed” and the seemingly impossible is 
demanded from a public which must be served, business 
men are turning to the air express and the facilities offered 
for rapid deliveries. ‘The phenomenal advancement of 
this branch of transportation is one of the wonders of 
our age and jewelers who are wide awake should not 
overlook the advantages it offers, particularly during the 
Christmas season. 

Frequently a customer will walk into a jewelry store 
in what was considered not less than a decade ago as a 
remote city, and select an article which often the jeweler 
does not have in stock. Notwithstanding this handicap 
the latter should not become dismayed. If the jeweler 
will resort to the air express he will not only save that 
sale but will immediately establish himself as a merchant 
who is ready to render excellent service. 

An example of how jewelers can utilize the service 
offered by air express was demonstrated only a few days 
ago when M. A. Mead & Co., wholesalers in Chicago, 
received an order from the Donovan & Seamans Co., Los 
Angeles, Cal. The order was air mailed from Los Ange- 
les on Nov. 7 at 2 p.m. and was received in Chicago 
the following day at 10:10 a.m. At 1 p.m. the same day 
the order was shipped by air express and the package was 
received in Los Angeles on Nov. 9 and delivered to the 
customer at 3:15 p.m. on that day. In making this 
delivery it is interesting to note that only the mail and 
the air express were used. There was no telegram sent 
nor telephone used. Of course, had the order been tele- 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for December, 1935 


37 


CK DELIVERIES FOR 





A typical air express plane load- 
ing a valuable cargo at Browns- 
ville, Tex., for quick delivery in 
Mexico City. This cargo was 
flown from New York. 


Here is a plane taking on a pay 

load at the Newark Airport. As 

speed in delivery was required 

the air express was pressed into 
service. 


graphed from Los Angeles, it would have been delivered 
in the Pacific Coast city the next day, thereby saving 24 
hours. 

This is only one instance where air express solved a 
problem. There are undoubtedly hundreds of other cases 
where air express has been a factor in promoting sales. 

Quoting from an article titled “Flying Orchids, Cheese 
and Motors” appearing in a recent issue of the National 
Aeronautic Association Magazine, the following com- 
ment is made of this particular branch of aviation: 

“As an annihilator of distances no mechanical trans- 
port has even approached the plane in speed; as an aid 
to commercial intercourse, it will doubtless never be ex- 
celled. Within the past seven years a new field has been 
gradually widened to surprising proportions. This is the 
Air Express.” 

Jewelers all over the country will undoubtedly be con- 
fronted within the next few weeks with demands for 
specific items sometimes not carried in stock. When they 
are, it might be well for them to remember that the air 
express carrying its cargo to all sections of the country 
will provide delivery of this merchandise within a com- 
paratively short time. 

Diamond importers,- manufacturing and wholesale 
jewelers who take advantage of this quick means of 
delivering last-minute orders from retail jewelers will 
find it a big advantage to them in providing a service 
which will be particularly appreciated during the holiday 
season. 









Importers and Cutters of 


IAMONDS 


608 Fifth Avenue, New York 





Cutting Works: Antwerp—48 Rue Simons 
Amsterdam—33 Sarphatis : 
64 West 48th Street London—23 Holborn Vieden 








STAR 


SAPPHIRES 
Emerald Cut and Marquise 


DIAMONDS 


Rubies, Emeralds, Pearls, 
Cat’s Eyes, Sapphires 


Fine Gems can’t be sold 
at Christmas time unless 
you have them to show. 
We have a large stock of Precious 
Stones, both mounted and unmounted, 
from which to make your selection. 


Let us cooperate with you on your 
special calls. 


JEROME 
RICHHEIMER 


608 Fifth Avenue 
New York 
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TENDENCIES IN MODERN JEWELRY 


As expressed in designs by CHRISTIAN A. JAKOBB 


This page offers both inspirational and simple suggestions in con- 
formity with the latest trend. The jewelry reflects the modernistic 
spirit in design and is adaptable in both the fine and cheaper lines. 


THE JEWELERS’ CIRCULAR—KEYSTONE 39 
for December, 1935 








JEWELRY 


CREATIONS 
Call for 
FANCY CUT 






















ANCY cut stones of every descrip- 


tion for your selection. 


A COMPLETE stock of baguettes, 
marquise and square diamonds 


in all sizes. 


FINE assortment of rough dia- 
monds suitable for cutting to any 
shape to complete your new and 


modern designs. 


NUSUAL 
GEM 
STONES 


LOUIS GURFEIN 
& SON 


608 Fifth Ave. New York, N. Y. 














ANTWERP 
76 RUE DE PELICAN 


SOUTH AFRICA 
76 CHURCH ST., KIMBERLEY 


AMSTERDAM 
2 TULPSTRAAT 


Tel. MEdallion 3-4822-4823 


Importers and 
Cutters of 
Fancy Shaped and 
Round Diamonds 


DIAMONDS 
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Jewels Flash at Horse Show 
(From page 27) 


leaves in silver and gold, and diamond clips, pins and bars 
which hold the new curl hair arrangements in place, 
Earrings, particularly pendants, seem to be gaining in pop. 
ularity. 

Mrs. George B. St. George wore her famous old carved 
amethyst necklace at the Velvet Ball and Debutante Cotil- 
lon, Oct. 25, one of the smartest balls given in New York. 
Mrs. Franklin D. Roosevelt wore a diamond necklace. 
Mrs. Frank Vanderlip, pearls with diamond bracelets, 
Mrs. Eugene Ong also wore pearls. Almost all of the 
debutantes at the Debutante Cotillon wore hair orna- 
ments, and Miss Mary-Louise Heim wore a star sapphire 
and diamond necklace and bracelets. Mrs. George Up- 
ham Harris wore a white velvet gown with diamant em- 
broidery with a large and very beautiful diamond clip, a 
hair ornament of diamonds, bracelet and ring. Miss Felicia 
Fisk wore a pearl necklace, a pearl and diamond bracelet, 
a platinum amulet set with diamonds and diamond clips, 
Miss Vivian Dixon, one of New York’s most popular 
debutantes, wore a ruby and diamond necklace, ruby and 
diamond clips, and a diamond and ruby bracelet with a 
large ruby solitaire ring. Mrs. John H. Pell wore an 
amethyst necklace. Mrs. Drayton Cochrane wore emer- 
ald and diamond necklace. Mrs. Millicent Wetmore 
Crystal wore diamond and ruby clips, large and important; 
also a bracelet. With her plum-colored velvet gown, Mrs. 
Charles Harjes wore twin diamond bracelets and twin clips 
at the neckline of a high-throated black velvet evening 
gown which was quite backless. The effect was stunning, 
even if quite surprising. 

Jewelers all over the country should be alive to this new 
note in jewelry. Gentlemen’s jewelry is back, and in an- 
other article we will show the newest ideas being featured 
and the list of important stores that report an increase in 
business in this line. 

There is no longer any question about the fashion-right- 
ness of the necklace or the willingness of the women to 
wear it. Brilliant and beautifully made medallions, single 
jewels, crosses and even large diamond and emerald ele- 
phants have been seen during the last month worn by 
women whose adoption of a fashion make it. 

There is really nothing like the Horse Show in New 
York to open the social season in Boston and to act as a 
sort of barometer whereby jewelers may see what is being 
worn and find an indication therein of current trends. 
There is more correlation now between maufacturers of 
women’s clothing and the jewelry trade. The tendency is 
toward richer fabrics. Clothes are “dressier” than they 
have been in recent years, and “dressier” clothes demand 
more jewelry. Furthermore, this richness of fabrics de- 
mands the genuine rather than the imitation, and so rare 
stones come again into their own. Probably this tendency 
in fashions is responsible also for the return of the rich 
yellow gold in ornaments and watches, while the recently 
popular white metal retires a bit into the background. At 
least, Bigelow, Kennard & Co., Boston, of which Mr. 
Graham is the general manager, finds this to be the case. 

The designs illustrated with this article on pages 26 and 
27 are shown through the courtesy of G. Pohli, 10 W. 
47th St., New York. 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for December, 1935 

















Promoting Holiday Sales 
(From page 31) 


tors are simply tin funnels such as are sold in hardware 
stores for 10 cents. The electric cords are run through 
the funnels, after which sockets are attached and light 
bulbs inserted. Holes are bored on a flat wooden shelf 
behind the display, into which the funnels are fitted. 


When illuminated at night, this background is a most 
attractive setting for the display of gift items. 


CHRISTMAS TREE UNIT 


An interior display to be placed on a table, preferably 
jn the rear of your store, consists of an artificial Christ- 
mas tree illuminated with blue Christmas tree lights. The 
branches of the tree should be liberally sprinkled with 
artificial snow. 

Uprights about 6 feet in height should rise from each 
corner of the table and a canopy of trellis work installed 
overhead. The uprights and trellis should be wrapped 
with green crepe paper. The back of this hollow rectangle 
should then be covered with Corobuff (the new corru- 
gated crepe-cardboard sold by most decorators—or the 
display man in your local department store will sell you 
some of it). This material should be bright red and 
small holes should be punched in it at intervals and 
Christmas tree lights inserted from the back, using reds, 
greens, yellows and blues. When this unit is illuminated 
it presents a most striking appearance. Gift packages can 
be strewn around the base of the tree and many small 
items displayed on the table. 


If there is space in your store to do so, you may ar- 
sange two small gift tables, on one of which should be 
displayed gifts up to $2 and on the other items ranging 
from $2.50 to $5. On each table a card should be placed 
telling of the price range of the items on display. 


Having arranged your window and interior displays, 
you should now turn to the problem of writing an invita- 
tion to be mailed to a list of preferred customers and 
prospects in your community. Here is a letter which 
proved very successful for a Pacific Coast jeweler: 


Santa Barbara, Cal., 
December Ist, 1935. 


Mrs. L. M. Kirby, 
107 Marmion Way, 
Santa Barbara, Cal. 


Dear Mrs. Kirby: 


Today we are opening shipments of unusual holiday 
gifts and arranging store and window displays of great 
_attractiveness. 


You will find many advantages in paying us a visit 
this week before the Christmas rush begins, to enjoy a 
preview of these unique gift offerings. 


Our stock, as you well know, is made up of selected 
items, each having some special merit of beauty or utility. 
Some of these lovely things are listed on the attached 
‘sheet headed: “Gifts for Her”—“Gifts for Him’”—“Gifts 
for the Family.” 


We have always felt, Mrs. Kirby, that this is your 
store. We run it, but every customer owns a heart in- 
terest in it, and shopping here is always the leisurely and 
unhurried procedure which is the mark of this friendly 
store. Your interests are always our first consideration. 
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Won’t you accept this invitation and visit us tomorrow? 
It will be a pleasure to serve you. 


Cordially yours, 


The after-holiday follow-up is fully as important to 
the jeweler. The tendency is to let down after the pres- : 
sure of holiday business. But much can be done to hold 
the good-will generated during this busy season, and the 
effectiveness of the follow-up depends upon doing it as 
soon as possible after the first of the year. 


In fact, if a monthly letter campaign can be worked 
out, so much the better. After all, the final aim of all 
your store activities is to build good-will and cement 
permanent customer relations. Active follow-up mailings 
will do much to accomplish this desirable result. 


Here is the type of letter we have in mind: 


San Francisco, Cal., 
December 27, 1935. 


Mrs. L. M. Kirby, 
107 Marmion Way, 
Santa Barbara, Cal. 


Dear Mrs. Kirby: 
We trust that the gifts you purchased for your friends 
at Christmas gave pleasure both to yourself and to the 
recipients. 
This store of ours is the “happy-to-serve-you” store of 
Santa Barbara. We are imbued with one idea . . . to 
serve you and to satisfy you. ; 


This means much to you—and to us—and it should 
help you to realize that we are here not simply to sell 
you merchandise but to render you real service—accom- 
modations and conveniences that only a modern jewelry 
store like ours can offer. 


I will look upon it as a personal favor if we can serve 
you the year ’round as we did at the holiday season. 


Cordially yours, 


You are in business primarily to sell goods. There is 
no need to disguise the fact. Moreover, the buying public 
admires a merchant who is on his toes and who wants 
more business and makes a legitimate effort to get it. The 
good selling letter, regardless of the travail in which it 
was born, must sound spontaneous and sincere. The 
ability to write such letters comes only after much prac- 
tice. That is why friendly selling letters that really do a 
good job of selling are such a rarity. 


And as a final word. Don’t overlook the importance 
of a really fine letterhead and envelope. The club size 
letterhead, 734 x 10%, is to be preferred, along with the 
baronial size envelope such as are used by professional 
men and executives of large stores and hotels. It should 
bespeak quality and reflect character and personality, 
making an agreeable first impression on the recipient. 
You would not employ a salesman whose linen was habit- 
ually frayed and soiled and who failed to shave regularly. 
Nor would you wrap fine silverware in newspaper and 
pack it in a second-hand carton. By the same token your 
mailed messages should be carefully executed, skillfully 
filled in and always mailed out under first-class postage, 
indicating that you believe that the importance of your 
message warrants its being sent out as a representative of 
a first-class house to a first-class customer. 





Bernard Kleitz 


Wumincton, Det., Nov. 25—Bernard Kleitz, presi- 
dent of B. Kleitz & Bro. Co., Inc., died Nov. 23, at 1200 
Lovering Ave., this city. He had been ill about two years. 

Born in August, 1871, in Germany, he came to Amer- 
ica in 1881 and had been a resident of Wilmington ever 
since. With his brother, George, he founded the firm of 
B. Kleitz & Bro. Co., 51 years ago. 

He is survived by his widow, Mrs. Mary Kleitz, and 
one daughter, Dorothy. 





Clinton W. Gearhart 


Orecon, ILt., Nov. 4—Clinton W. Gearhart, pioneer 
jeweler of this city, died Friday night in the Katherine 
Shaw Bethea Hospital, two hours after sustaining a 
fractured skull in a fall. Mr. Gearhart was removing a 
screen door from his store at 217 E. Washington St., 
when he fell from a small ladder, striking his head against 
the sidewalk. 

He was taken to the office of a nearby doctor and after 
receiving treatment was immediately removed to the 
hospital where he succumbed. Mr. Gearhart was 71 years 
old when he died and had been engaged in the jewelry 
business in this city for nearly half a century. 





Mrs. George H. Edwards 


Kansas Crty, Mo., Nov. 22—Mrs. George H. Ed- 
wards died in Kansas City, Nov. 21. The night before 
Mr. and Mrs. Edwards celebrated their 46th wedding 


anniversary by giving a party to all the family and rela. 
tives. Mrs. Edwards was unusually active Thursday 
evening and all next day until 4 p.m., when she suddenly 
passed away. 

Her husband, George H. Edwards, is president of the 
Edwards, Ludwig, Fuller Jewelry Co. and former mayor 
of Kansas City. 

Mrs. Edwards was very active in charitable work and 
association work, and was very prominent in Kansas City, 





Look Out for This Man 


The Jewelers’ Security Alliance warns jewelers to use 
caution in dealing with a man representing himself as a 
traveling salesman or broker and proposing to buy old 
gold and silver and share the profit, the jeweler to ad- 
vance a sum of money with which to make such pur- 
chases. 

Alfred A. Busch, Rockford, Ill., complains that he 
gave $100 to a man who bought and turned in about $50 
worth of scrap and disappeared without accounting for 


the $50 balance. 





Martin-Forbes, Inc., Boston wholesale jewelers for- 
merly at 6 Summer St., is now located in new quarters 
at 387 Washington St. New office and display fixtures 
have been installed and, according to Howard A. Martin, 
who heads the firm, they will feature finer grades of 
merchandise, including platinum and diamond jewelry. 

















HERMAN KLEINBERG FILS, Inc. 
Rough and Cut Diamonds 


announce 
the re-opening of their 
New York Offices 
Goelet Building 
608 Fifth Avenue 


7 
Our Own Cutting Works: 


Market and von Brandis Sts., Johannesburg, South Africa 


Antwerp Office: 28 Rue des Fortifications 


Telephone: Bryant 9-2150 
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FIFTH AVENUE NOTES 
By IMA THOMPSON 


BRACELETS AND Dress CUFFS 


Bracelets are to be worn with the new velvet afternoon 
gowns in lieu of cuffs on picturesque frocks with cuffless 
sleeves or over the top of long, tight-fitting leg-of-mutton 
sleeves. Color is their keynote, achieved through the use 
of the gemstones, and gold is the favored groundwork. 


es 


OnE RING aT A TIME 


One ring, Fifth Avenue advises, should be worn on each 
hand for day-time wear, but that finger ring must be of 
a striking character. Star sapphires, topazes, amethysts, 
and jade make some of these rings. Small pearls in flat 
plaques or raised clusters are used to carry out the winter 
favorite black and white scheme, and all black dinner rings 
are appearing in narrow forms of lozenge and half-cylinder 
shapes. 

q+ ¢ 4 


Unique Hair ORNAMENT 


There is a new design for a hair clip shown in one of 
the enticing window displays. It has a diamond-studded 
platinum three-cornered-shape frame with curved sides 
and blunt corners and a cluster of pearls resting in a 
pyramid form in the center of the triangle. ‘This clip, 


being flexible, makes a convenient hat jewel and changes 
shape to suit its position. At each corner are pivot joints, 
and by pressing the jewel to divide it in half it makes a 
gemmed trimming against the popular upturned off-the- 
face hat brim. 


q+ ¢ 4 


War AND JEWELS 


Has Ethiopia an artistic side to be reflected in our jewel- 
ry? The Balkan war certainly influenced designs here 
for more than a year, and now the war in Africa is prom- 
ising to be reflected on Fifth Avenue. This new form of 
barbaric jewelry is carried out in gold for bracelets in 
pierced work or with hammered motifs and finished with 
enameled bands bordering wide bracelets and large square- 
shaped button earrings. ‘Che Ethiopians may never have 
seen anything like these jewels in their lives, nevertheless 
such pieces are being featured in a window display as 
hailing from the wilds of Africa. . 


> @r¢ 
Wuat JEWELS wiITH Rust CoLor? 


So many variations of russet, Indian red, rust, and the 
wood browns are being used that the question of what 
color jewels to wear with them is an important one. The 
materials for the gowns and suits are velveteen and coarse 
woolens, and jewelers are often expected to decide upon 
the best color scheme. Gold is the ground especially ap- 
propriate with topazes for a blend and the green of peri- 
dotes and dark green tourmalines form an excellent con- 

(Please turn to page 44) 
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FIFTH AVENUE 


' ROCKEFELLER CENTER 


HENRY H. HARTEVELDT CO. 


INTERNATIONAL BUILDING 


is our new address 
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Fifth Avenue Notes 
(From page 43) 


trast. All the reds and violet tones are to be avoided, but 
sapphires are used with the brightest of the golden tones for 
a clever color contrast. 


q+ ¢ ¢ 


BLAacK AND WHITE MotiF AGAIN 


The velvet ball has brought out many an alluring pearl 
and diamond and black velvet costume array. Now for 
the horse show comes the all-important day-time ensemble 
of black velvet trimmed with Persian lamb for coat and 
skirt worn with a basque of white wool for morning, white 
slipper-satin for afternoon and silver and white lamé for 
evening. This white tops the black skirt in a long basque 
with long sleeves and a cowl or draped neckline. The 
jewels are platinum and pearls or platinum and white jade, 
according to the time of day. Handsome pieces made up 
in clips, bracelets, and earrings, and choker netklaces are 
worn with these costumes. 





Federal Social Security Act Becomes Effective 
January 1, 1936 
By HARRY LEFKER 
Federal Act 
The Federal Social Security Act signed by the President 


on August 14, 1935, provides for a nation-wide system of 
Unemployment Insurance. Workers who may be unem- 


ployed will receive benefits paid to them only in thoge 
States which have adopted unemployment insurance laws, 
They will not benefit from the National Security Law jf 
they live in States that have no State Job Insurance laws, 

President Roosevelt several times has indicated that 
one of the principal purposes of the legislation was to 
serve as an incentive to employers to stabilize employment, 
In a recent address on the subject he stated: “Another 
helpful feature of unemployment insurance is the incen- 
tive it will give to employers to plan more carefully in 
order that unemployment may be prevented by the stabiliz- 
ing of employment itself.” 


Provisions of Federal Social Security Act 
EMPLOYERS AFFECTED 


Employers are subject to the act if they have employed 
eight or more persons on each of some twenty days during 
the taxable year, each day being in a different calendar 
week. It is not necessary that the weeks of employment 
be consecutive nor that the same persons be employed 
in each of the twenty weeks. 


q+ ¢ 4 


CoNnTRIBUTIONS—By WuHom Mape 


Contributions are to be made for the Federal part of 
the unemployment insurance program by employers only. 
The various States may require contributions from em- 
ployees as well in order to increase the amount of benefits 
or lengthen the period during which they are paid. The 
payment of Federal payroll assessments is to be made to 





An Apology— 


The trade’s quick and enthusiastic approval of The Arbutus 
Clasp has exceeded our most optimistic expectations. We 
regret that this flood of initial orders forced us to disappoint 


many who required immediate delivery. 


HOWEVER, as we thank the Jewelers of America for their 
endorsement, we wish to announce that production schedules have 
been stepped up to assure prompt delivery on this new jewelry 


store item. 


unusual profit possibilities. 


“ZZ 


It would pay you to investigate The Arbutus Clasp and its 


SAFE - INTERCHANGEABLE 


"The First Really Different Clasp in a Hundred Years" 


BYARD F. BROGAN 









CLASP 


Creators of Fine Jewelry for 25 Years 
805 SANSOM ST., PHILADELPHIA 
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the Collector of Internal Revenue of the district where 
the principal place of business is located. 


q+ ¢ ¢ 
RATE OF CONTRIBUTIONS 


The tax is at the rate of 1 per cent for the calendar 
year 1936, 2 per cent for 1937 and 3 per cent thereafter. 
In computing the contributions, the entire wage or salary 
of every employee, including executives, is to be included. 
All remuneration, including wages, salaries, bonuses, 
commissions, expenses, allowances for room and board 
and the like are to be included. 


4 ¢ 4 
CREDIT PROVISIONS 


If the employer’s State has no unemployment insurance 
law, the employer will simply pay the Federal contribu- 
tion into the United States Treasury. If the employer’s 
State does have an unemployment insurance law which 
meets the Federal standards, the employer can offer as a 
credit against the Federal tax, the contributions which he 
has paid to the State Fund for the taxable year, provided 
such contributions have been paid before the date of filing 
his Federal return. This credit, however, is allowed only 
up to 90 per cent of the Federal assessment. The remain- 
ing 10 per cent, for which credit is not allowed, will be 
paid to the Federal government and used for administra- 
tive expenses. Thus an employer in New York State 
will pay in 1936 1 per cent to Albany and .1 per cent to 
Washington (1/10 of 1 per cent); in 1937 2 per cent 
to Albany and .2 per cent to Washington and in 1938 


3 per cent to Albany and .3 per cent to Washington. Em- 
ployers in States which have no Unemployment Insurance 
Laws will be compelled after January 1, 1938, to pay 
3 per cent of their payrolls into the Treasury and this 
will be lost if they fail to enact Unemployment Insurance 
Laws. Such forfeiture is expected to stimulate passage 
of the necessary laws in every State. 

We are not discussing in this article other phases of 
the Social Security Act such as: 

Old Age Pensions. 

Old Age Annuities. 

Aid for needy dependent children. 

Aid for mothers and children in rural areas suffering 
from severe economic distress. 

Care for homeless and neglected children, etc. 


The states which have already adopted unemployment 
insurance acts are Alabama, California, District of Colum- 
bia, Massachusetts, New York, New Hampshire, Utah, 
Washington and Wisconsin. 





Diamond Imports Into Canada 


MontTrEAL, Canada, Nov. 7—Exports of diamonds 
from British Guiana during the past year totaled 44,423 
carats, valued at $483,485. This shows a decline from 
1933 of 6481 carats. 

This reduction in output is attributed to the smaller 
number of men in the field, due in large measure to the 
counter attraction of gold at its present high price. There 
has also been a drop in the amount of new ground pros- 
pected, and in the number of shops opened in new areas. 








Walter Lampl 


COMPACTS ¢ CIGARETTE CASES ¢ SEMI-PRECIOUS STONE CREATIONS 


20 WEST 47th STREET, NEW YORK 


Where the 
witofaMatercleme 


QUALITY 


crosses the 


Sure Road to 


We have subscribed to the Jewelry 
Publicity Campaign. 
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cA Mr. and Mrs. A. D. Lever- 
idge have just returned 
from their season’s work 
in the European diamond 
markets and offer a most 
unusual and complete line: 


ONLY 
FINEST DIAMONDS 


PERFECT MELEES OF BEST MAKE 
MATCHED PAIRS IN ALL VARIETIES 
SQUARE LINES; ALL RING SIZES 
BAGUETTES, NARROW AND WIDE 
GEMSTONES, ROUND AND FANCY 


Introducing a New Fancy That Sparkles 


00 6@e>d() 


Our usual, expert service is at your call by wire, 
telephone or mail. Prices highly competitive. 


AD Leveridge. 


22 West 48 Street 


New York 
Telephone: MEdallion 3-0642 
AMSTERDAM ANTWERP PARIS 


Sole Producers of the_4 2D Leveridge Millimeter Gauge 
Used constantly all over the world 








INTRODUCTION TO THE 


THEORY OF SPECTACLES 


By PROF. OTTO HENKER 
Valuable to penstitinem and students of Optometry and Optics. 


Price $2.50 
7S orca JOURNAL & REVIEW 
st 39th St., New York 











VIA AIRMAIL TO THE WEST 
GENUINE 


ZIRCONS 


WHITES — BLUES 
ANY QUANTITY 
JAMES A. DRILLING CO. 


Semi-Precious Stones 
87 NASSAU ST. NEW YORK CITY 
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Royal Wedding Gifts 


Lonpon, Nov. 10—Some remarkable jewelry pieces 
figured among the 1000 gifts to the Duke of Gloucester 
(third son of King George and Queen Mary) and his 
bride, Lady Alice Scott, whose nuptials this week pro. 
vided the most important event of the social season. The 
centerpiece of the display was the beautiful pearl and 





Photo by Acme 

Wedding presents of King George and Queen Mary of England to 
their son, the Duke of Gloucester and his bride, the former Lady 

Alice Scott. 

diamond suite, the wedding gift of their majesties to 
their son’s bride. It comprised a necklace of 56 collets, 
a large diamond scroll brooch (detachable cluster center 
with three drop-shaped diamond cluster drops), a five- 
stone diamond ring, diamond and pearl ring, a pair of 
diamond collet and pearl earrings, a large baroque pearl 
and oval diamond cluster brooch, a diamond ribbon bow- 
top brooch-pendant with diamond and pearl swinging 
ornament containing a watch suspended from the bow by 
a double diamond collet chain. 

The Queen’s gift, a diamond and turquoise suite of 
tiara, brooches, bracelets and earrings, came in for even 
more admiration than the pearl and diamond suite set out 
above. It was noticeable that all the jewelry combined 
utility with beauty. The various pieces, detachable, and 
capable of being used in various ways, are the last word 
in modern jewelry craftsmanship. 

The very large numbers of jewelry pieces comprising 
the gift display testify to the growing popularity of first 
water gems among the social leaders of the country. Early 
18th century plate also figured in the gift list. The Duke, 
himself, chose jewelry for his bride—a tiara and brooch 
in diamonds and a diamond and platinum bandeau, ear- 
rings and bracelets. The side pieces of the bandeau are 
detachable and can be used as clips. 

Much of this jewelry will set a new fashion, not only 
in color combinations, but in utility. 
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Another wedding—that of the Duke of Roxburghe and 
Lady Mary Crewe-Milnes—brought forth a crop of 
jewelry gifts, including some pieces from the royal family. 
One gift took the form of a diamond headdress of a 
Valkyrie, with wings above the ears. The wings were 
composed of diamonds fitted to a narrow diamond head- 
band. —The Dowager Duchess also has had valuable old 
family black pearls reset into new pieces for Lady Mary. 


Frederick T. Chase 


Betrast, Me., Nov. 12—Frederick Titcomb Chase, 
78 years old and for the last 30 years proprietor of a 
jewelry store established in 1826 by his grandfather, 
Timothy Chase, died at his home here Nov. 6. He had 
been in failing health for a long time. 

Mr. Chase, a lifelong resident of Belfast, was the son 
of Hiram and Sarah Titcomb Chase, and following his 
graduation from the old Belfast High School, he entered 
the jewelry store as clerk, his father then being the 
proprietor. 

He was an attendant at the Unitarian Church, now 
the First Church, and was affiliated with the Masonic 
bodies, including Timothy Chase Lodge, named for his 
grandfather, its founder, and Palestine Commandery, 
Knights Templar. 

Surviving are his widow, Mrs. Lydia Marshall Chase, 
and two cousins. 


Edward D. Cole 


Boston, Nov. 13—Funeral services for Edward Deni- 
son Cole, 63, for 40 years connected with the wholesale 
jewelry business in Boston, was held yesterday with burial 
at Forest Hill. 

Mr. Cole, who was associated with D. C. Percival & 
Co., was a past president of the Boston Jewelers Club, a 
thirty-second degree Mason, and a member of the Charles 
River Club. 

He was a native of Norway, Me., the son of Horace 
and Alice Denison Cole. He attended local schools 
there, and first started out in the jewelry business in 
Portland, before coming to Boston 40 years ago. 

He leaves his widow, Louise (Goulding) Cole; a 
brother, H. D. Cole of Quincy, and a sister, Mrs. Annie 
Wilson of Litchfield, Conn. 


Minnesota Retail Jewelers Convention 
April 5 and 6, 1936 


MINNEAPOLIS, MINnN., Nov. 18—President John N. 
Schoen of the Minnesota Retail Jewelers’ Association 
announces from his Owatonna office that the 1936 con- 
vention of the association will be held in Minneapolis, 
April 5-6. 

Selection of the headquarters and meeting place will 
be announced at an early date. 

In making the time announcement at this date Presi- 
dent Schoen intends to start an attendance campaign that 
will reach every jeweler in the state and which should 
bring out a record attendance at this coming convention. 
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A Chelsea Christmas 


1s d MERRY CHRISTMAS 
for the Jeweler 


HUNDREDS of people will want to give 
Chelsea Clocks for Christmas this year. 
And to buy Chelsea Clocks they will go 
—not to the department or general store, 
but to the jeweler. Chelsea Clocks, built 
to last a lifetime, are merchandise that 
every jeweler is proud to sell. They are 
also merchandise of the kind that stimu- 
lates Christmas shopping at the jeweler’s 


... Shall we send you our latest catalogue? 


A lg. 





CHELSEA CLOCKS 


CHELSEA CLOCK COMPANY, BOSTON, MASS. 
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|! The New 
FOB WATCH 


Also Lipstick, Lighter, Bill-Clip, 
~ Pencil and Fountain Pen Watch 
Combinations (Sterling Silver 
lacquered and 14 Kt.). 


Write for Folder and 
Price List 


J. LIPSCHUTZ 


48 West 48th St., | New York City 


U. S. REPRESENTATIVE 
PERY WATCH CO., BIENNE, SWITZERLAND 
COAST REPRESENTATIVE 


H. A. WOOD, 649 S. OLIVE ST. 
LOS ANGELES, CAL. 


With leather cord or silk tassel. 








JOSEPH B. COOPER & Son 


have been for over four decades engaged 
in the Refining of Precious Metals. 


Our customers continue to be satisfied 
with their returns on OLD GOLD and 
other precious metals. 


Your shipments are accurately tested 
or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 





We pay 
6%,c per Karat, per Dwt. 





JOSEPH B. COOPER & SON 


26 John St., New York 
Factory: Brooklyn, N.Y. 





Our reputation is our success. 











Also fine, large, cultured Pearl gems 


rom the Dutch East Indies. 
Son 
Sa 
<< 4 
Teal ae Tl 











Drops, Buttons and Round Shapes 
05 Nedoa Areot! ONCé-“Uh. 
ELK TEETH 
CHARMS 
GENUINE ELK TEETH 
IN 14 KT. MOUNTINGS 


HAROLD H. SMALLS 
170 Broadway New York 




















AUTHORIZED DEALERS 


-11- N 
gag ALL OVER THE WORLD 


NEW YORK, N. Y. 


PHONE 
WORTH 2-8654 
















INVENTOR @ DESIGNER OF KP SPECIAL ESCO” PROGUCTS 


GF 


A Merry Christmas and Best Wishes 
for the New Year 











Many Thanks for Your Past Cooperation. 
May Our Friendly Relations Continue. 








- _ 
Royal Watch Cleaning Solution 
(will not turn red or discolor) 
Will pend remove gummed oil and impart a bright lustre to the 
metal. 
Does not contain cyanide or oxalic acid. 
Price 50c per pint can. 
All Royal products are unconditionally guaranteed. 
Order through your jobber or direct. 


REINER-HELFAND LABORATORIES 
508-10 East 74th St. New York, N. Y. 
To buy 


IT PAYS «2%. WATCH STRAPS 
Our Prices are 


FOR QUALITY UGnequacen 


We can meet your every requirement and leave you A GOOD PROFIT 


WESTERMAN MFG. CO. 235.20,W. 2 
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Suggests Frost Finish for Gems 


l, an article 
in the Gemmologist (London), William C. McKinley, 
Peoria, Ill., suggests a novelty in gem cutting which he 
refers to as a “frost” finish. In place of the clear, shining 
luster to which we now polish gems, the frost-finish lus- 
ter could well be used, he says, thus making possible the 
use of soft minerals as gem material. He adds: 

“The lapidary would omit the final operations of 
polishing with tin oxide, but he would finish the gem in 
a smooth enough manner to safeguard the stone from 
becoming a dirt and dust collector. Softer minerals could 
then be used for ring-sets, etc., because the wear on them 
would not be noticeable, due to the luster of dullness. 

“There are many reasons for the plausibility of the 
existence of such a gem finish—more different gem ma- 
terials could be inaugurated for use (such as apatite, 
fluorite and such), still selling at a most moderate rate; 
the public is always anxious to receive the news of some- 
thing new on the market, which is also useful ; and more 
life might be added to the jewelry trade by the initiation 
of something different for Milady. . . . One can picture 
the individualism of, perhaps, a ‘frosted’ lavender flu- 
orite cabochen stone against a gown creation of white 
satin, or green prehnite, dull luster, for a frock of olive- 
green. 

“The writer recommends the use of soft gems only for 
such a purpose as this article treats, because it would be 
folly to cut a precious stone, such as emerald or the dia- 


mond, in such a manner as they are too uncommon for 
such usage. Fluorites, etc., however, are common enough 
for such work, especially since they do not find much, if 
any, use in the gem field. 

“A list of minerals capable of being worked upon for 
the frost finish is herewith given: Sphalerite (reddish- 
brown or black), fluorite (lavender, purple, blue, yellow, 
etc.), sanidine (colorless orthoclase), copalite (amber 
color), diopside (green), prehnite (green), apophyllite 
(colorless and pale shades), chabazite (salmon pink), 
precious serpentine (green), apatite (blue, lavender, 
green, etc.). Interested persons should experiment fur- 
ther with minerals other than the above listed. For in- 
stance, red transparent cuprite could be made use of. 
The author, himself, has made some observations and 
these are listed herewith: Black onyx (dyed), green vesu- 
vianite, green amazonstone, white and reddish chalcedony, 
green serpentine, colorless fluorite, lavender fluorite. 





Swiss Watches 


The Swiss Office for the Development of Trade has 
issued an illustrated booklet called “Swiss Watchmaking.” 

This publication is intended primarily for the repre- 
sentatives and dealers of Swiss watches. It affords the 
reader an opportunity to become more familiar with the 
development of the Swiss watch industry. 

A’complimentary copy will be offered to applicants by 
the Consulate General of Switzerland, 468 Fourth Ave., 
New York City, or by the Swiss Office for the Develop- 
ment of Trade, at Lausanne, Switzerland. 








ordering. 








Two-jeweled wrist watch; filled 
yellow GOLD plated case, with 
chromium plated back; pigskin 
strap with GOLD plated buckle. 
An accurate timekeeper. 
Retail $5. 


NEW HAVEN, CONN. 





SPEED-UP YOUR CHRISTMAS SALES 


The “Earl” 


Two items you can depend on to materially 
increase your holiday volume. Telegraphic 
and Air Mail orders filled day of receipt. 


Mention the name of your wholesaler when 


Save your fingers. Pull cable to 
wind; unusually soft tick; full- 
toned alarm bell; easel back; 
round and square metal dials; 30- 
hour movement; size 444 by 414 
inches. Retail $3.50. 


THE NEW HAVEN CLOCK COMPANY 
WATCH DIVISION 





U. S. A. 
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NEW YPE-Scr" RA ee 
T-JEWEL LEVER 
-STOP WATCHES 







Large Guaranteed 
Assortment Accurate 
for all and 
Purposes Dependable 


Actual Size 


A standardized product; all parts truly interchangeable. 
Complete stock of parts always on hand for immediate 
delivery. 

Ask for folder No. 8 which illustrates and describes ‘the 
complete line of BRENET stop watches. 


Prompt Deliveries from Stock 


BRENET WATCH COMPANY 
268 West 40th Street 





New York, N. Y. 




















PAT. PEND. 
with 


A Double Lock Feature 


A clever, positive new catch that prevents 
loss of watches and possible embarrassment 
to jewelers. The double action of the 
clasp makes it absolutely secure... a de- 
sirable attachment for inexpensive watches 

. and indispensable for valuable ones. 
Sell this added protection as a profitable 
side line to your watch business. Order 
Morays’ Safety Clasp, available in 4 qual- 
ities, from your Jobber. 


MORAYS’ WATCH CASE CO., Inc. 


Established since 1911 











The Profession of 


Certified Gemologist 


A new profession 1s being introduced 
to the buying public. 


Certified Gemologist will come to mean 
the retatler-specialist possessed of a 
scientific knowledge of diamonds, other 
gems, and precious metals as distin- 
guished from the jeweler whose knowl- 
edge is limited to personal observation, 
hearsay, and “inherited” beliefs. 


€. G. examinations will not be limited 
to students of the Gemological Insti- 
tute. Anyone with the necessary practi- 
cal, scientific and ethical preparation 


may apply. 


The €. ©. title can be acquired by the 
diamond and gem expert as the first 
real protection against unqualified 
competition of those who pose as ex- 
perts. 


The young or ambitious man in the re- 
tail trade wishing to acquire recogni- 
tion as a gem expert will now first 
become a Certified Gemologist. 


© 


Experience of both older and 
younger men in both large and 
small stores proves that the €. 6. 
course increases their sales from 
the date of their enrollment. 


© 


Gemological Institute of America 








Chicago, iil. . Los Angeles, Cal. 
—. ot eeeth Ave. Soe 3511 West Sixth Los Angeles 

159 No. State st. BROOKLYN, N. Y- — 220 w. stn st. 
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A.N.R.J.A. Canvasses Retail Jewelers on 
Question of Changing Birthstone List 


Acting under the instructions of a resolution adopted 
at the last convention of the American National Retail 
Jewelers Association, Charles T. Evans, national secre- 
tary, has been canvassing representative retailers on the 
subject of a new birthstone list and in response to 469 
letters sent to all sections of the country has received 
180 answers. 

Most of the important concerns which replied favored 
the continuation of the A.N.R.J.A. official list adopted in 
Kansas City in 1912. Many of those answering, espe- 
cially from California and Western States voted for the 
California list, which was offered at the recent national 
convention as a basis for a change in the present birth- 
stone list. Still others replied, “If you must change the 
list here are our suggestions.” These suggestions varied 
considerably. 

The 469 letters sent from the National Secretary’s 
office went to retail jewelers including presidents and 
secretaries of state and local associations and mem- 
bers of A.N.R.J.A. committees. Included with the letter 
was a sheet with three columns, the first listing by months 
the official birthstone list approved in 1912, the second 
listing the suggested California list and the third column 
for retailers’ own suggestions. 

The replies showed a considerable diversity of opinion 
as to the desirability of making any change in the present 
“official” list. ‘Those favoring the retention of the pres- 
ent list argued that if the adoption of such a list means 
anything at all, it should not be changed because of the 
temporary popularity or unpopularity of any one or sev- 
eral particular stones. 

Commenting on the poll he is making, National Secre- 
tary Evans said: “Due to the fact that there is quite a 
diversity of opinion, with the proponderance in favor of 
continuing our present list, and because those favoring 
changes have, in most instances, made still further sug- 
gested alterations in the list, no recommendation will be 
made at this time. It is planned to make a special feature 
in the December issue of A.N.R.J.A. Bulletin and present 
the matter in such a way that the expressions of the paid 
membership of the A.N.R.J.A. may be secured, and upon 
that vote, a report will be made to the executive com- 
mittee of the A.N.R.J.A. which will, in turn, make a 
recommendation which will be submitted to the paid 
membership for final action. 

“The matter is more important than many realize and 
any change made at this time should be one that will 
be supported for another quarter-century at least. To 
make changes now, which will have to be still further 
amended within the next few years, weakens the whole 
proposition, and tends to convey to the purchasing public 
that the whole thought back of ‘Birthstones’ is sales for 
the jeweler. The official list, as at present constituted, 
has received the approval of the trade generally, and has 
been published in various manuals and books by disinter- 
ested parties, all tending to strengthen in the public mind 
the idea that the list as at present was adopted after care- 
ful study of all factors which enter into the subject. Any 
changes which may eventually be made, should be after 


the most careful consideration, involving time and thought 
(Please turn to page 54) 
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RHINESTONE 
Watch Sautoirs and Clips 


A revelation in Novelty Watches to meet the popular 
demand for Rhinestone Jewelry 





Rhodium finished white metal cases warranted not to discolor, set 
with brilliant Baguette and Round Rhinestones 


934—Ribbon Sautoir 7% L round 17 jewels $12.75 
7% L round 7 jewels $10.75 


543—Sautoir Watch 3% L 17 jewels $14.25 
634—Clip Watch 4 2/3 L 15 jewels $12.75 
4 2/3 L 7 jewels $10.50 


SMART LAPEL WATCH 


The visible back, showing 21 jewel quality 
font movement, will assure an immediate sale. 





Unbreakable Prystal knife-edge case in six assorted colors; also in 
combinations of wood or leather cases. Beautiful leather lapel 


cord to match 
10% L 21 jewels $12.95 


10% L 15 jewels $10.50 
Also supplied in 7 jewels 


S. RODMAN SONS 
Sole Distributors of Namdor Watches 


Established since 1890 
64 W. 48th STREET NEW YORK 





51 





i 


i 
i 


preerete es 


SR SE 


a Ss 


<r 









Zhe GORHAM 


DPovidener, Kherde on I 183) 
AMERICA’S LEADING SILVERSMITHS 
6 W. 48th St., New York City 

10 S. Wabash Ave., Chicago 
140 Geary St., San Francisco 


Line up with 
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GREATER 
Christmas Sales 


Indications and reports from all over the country say we are 
going to have one of the greatest Christmas selling seasons in years. 
People have money to spend. Depression has taught them the folly 
of buying “cheap”. They are looking for quality, character, value. 





Naturally, Gorham jewelers are going to get the cream of this 
market. For Gorham offers 27 famous patterns in flat-ware, sold 
on merit and by steady advertising as the finest in sterling. Gorham 
provides hollow-ware to harmonize with any flat-ware pattern. 
And Gorham prices, never higher than ordinary sterling, are never 
see-sawed to make spasmodic selling. Line up with Gorham 
Sterling for better sales this Christmas ... and for every selling 
day throughout the year. 
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THIS JEWELE 
SHOW SE 








A thing to consider 


in respect to the trophy business is the fact that in many 
cases the prestige attached to having supplied trophy 
prizes for an important competitive event is often equally 
if not more valuable than the profits to be realized from 
the sale. —There are many ways in which this prestige may 
be emphasized. Illustrated on this page is a window of 
the store of A. S. Eby, jeweler at Bartlesville, Okla. The 
host of trophies shown in this display were prizes at the 
Bartlesville Horse Show, extending from October 2 to 
October 5 of this year. Before each trophy was displayed 
a card giving the classification of the prize and the name 
of the donor. 

Mr. Eby says that this show is regarded as “one of the 
best shows in the United States in 1935. The value of 
the prizes amounted to about $12,500. The horses shown 
came from all parts of the country, from New York 
State, from Los Angeles, Cal., and from Texas, as well 
as many other localities.” 

In addition to showing the trophies themselves, this 
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HORSE 


IES Y 


jeweler displayed in the background of his window photo- 
graphs of some of the entries, showing the owners with 
their horses. As decoration to the display he attached to 
the paneling in the rear of the window the ribbons which 
are awarded to the various winning contestants. A dis- 
play such as this will be long remembered by even the 
most casual passerby. 

Taking advantage of opportunities such as the above 
offer retail jewelers a chance to increase their trophy 
business. Athletic events throughout the year call for the 
awarding of trophies, and the alert jeweler who makes a 
real effort to get this business will not only increase his 
sales but will also add to his list of acquaintances and 
thus open avenues for the sale of other jewelry store 
merchandise. Make it your business to become acquainted _ 
with athletic directors and others who have interest in 
such events. Invite them to your store and above all show 
an active interest yourself by attending contests. 

The trophies are the product of the R. Wallace & 
Sons Mfg. Co., Wallingford, Conn. 














Birthstone List Horace Gowen of Attleboro. He also leaves two grand- 
Siem tinel 90) daughters, Patricia and Marcia Cummings. 
Mr. Cummings was born in Attleboro, October 20, 
1875, the son of the late Edwin H. and Mary (Smith) 
Cummings, but removed to this place when about 15 
Mr. Evans also indicated th receivin years old and has since resided here. His education was 
the letters and lists Resende ms _ vie a attained in the public schools of the Attleboros and the 
A.N.R.J.A. had submitted the question, that the officers Bryant & Stratton Business College, and upon gradua- 
of the national association were back of this movement tion from the latter he entered the employ of the J. F, 
for a change in the list of birthstones. This, he remarked, Sturdy Sons Co., ‘with which he was associated for a 
is not the case and the action of the A.N.R.J.A. is merely number of years. He subsequently became general man- 
pursuant to the resolution adopted at the convention in ager and later president of the General Chain Co., which 
August directing the preparation of a new list. moved from Providence to North Attleboro some dozen 
years ago. 
He was especially active during the past ten years in 
the affairs of the New England Manufacturing Jewelers’ 


of the representative firms in the jewelry trade and indus- 
try.” 





Edwin H. Cummings and Silversmiths’ Association, serving upon many of its 
NortH ATTLEBORO, Mass., Nov. 23—Edwin H. important committees, was president of the association 
Cummings, president of the General Chain Co., this two years and at the time of his death was a member of 
city and head of the Jewelers Board of Trade, who died the Board of Directors. He was a member of the Na- 
suddenly last Wednesday after being stricken with a heart tional Metal Trades Association and other trade organi- 
attack, was buried today in Mount Hope Cemetery. zations as well as several local civic and business asso- 
Services were held this afternoon with the Rev. Gilbert ciations. 
A. Potter officiating. He took an active part in civic enterprises for the wel- 
A leader in the manufacturing jewelry industry in this fare of the community and was also a strong supporter of 
section, Mr. Cummings was stricken as he was entering clean sport. He was an active member of the Univer- 


his home at 21 Grant St., Attleboro Falls. He died salist Church. 
before medical aid could reach him. He was 60 years 





old. The newly enlarged and modern jewelry store of Weiss 
Deceased is survived by his widow, Mrs. Josephine & Goldring, Inc., at Alexandria, La., was recently opened 
Cummings, a son, Edwin H., Jr., and a daughter, Mrs. to the public. 











EXCLUSIVE to One 


Jeweler in each town... 


ba LY one jeweler in each town can make larger profits from window displays 
suggested by Retail Display Service .. . 


Only one can receive Colored Window Display Sketches each month . . . 
Only one can profit from the five other Membership Privileges . . . 


Will you be that one? Memberships are being taken out rapidly in all-parts of the 
country . . . jewelers seem anxious to increase their Fall custom. Dues aré based 
on the size of your market—the population of your town or city. 


Why not write for full particulars? 


RETAIL DISPLAY SERVICE 


MRS. POLLY PETTIT, Director 


ROCKEFELLER CENTER, 1250 SIXTH AVENUE, NEW YORK, N. YY. 
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Winners of the 1935 “Westclox Week” window display 
contest have just been announced. Dealers from all over 
the United States participated and sent in photographs 
which were unusual in their excellence. 





First prize window display of “Father Time’s Family Tree.” 


Many fine dis- 





“Westclox Week” Window Display Hewett-Smith Co., Brockton, Mass.; third prize, E. 
Prize Winners 


Hertzberg Jewelry Co., San Antonio, Tex.; fourth prize, 
Walter L. Furst, Norristown, Pa.; fifth prize, Robert 
Koerber, Fort Wayne, Ind.; sixth prize, Malone & Rags- 
dale, Brady, Tex.; seventh prize, B. & L. Jewelers, Ard- 
more, Okla.; eighth prize, A. Belsan, Cleveland, O.; 
ninth prize, Stambler’s Jewelry Store, Olyphant, Pa.; 
tenth. prize, G. E. Smith’s Son, Parkersburg, W. Va., and 
eleventh prize, Karl M. Keyes, Monticello, lowa. 

The interesting window display at the F. W. Frisch 
store offered “Father Time’s Family Tree.” The display 
begins near the roots of the tree with an old iron-clad 
clock designed for milady’s boudoir, built more than 50 
years ago. The display shows the several steps in the 
progress of clock manufacturing up to the minute in 
which the observer is admiring the first prize window and 
praising the ingenuity in its-arrangement. 

Many of the other window displays were also excellent 
and attracted a great deal of public attention. 





Arthur H. Eaton 


Tacoma, WaAsH., Nov. 1—Arthur Horace Eaton, who 
operated a jewelry store in this city for nearly 30 years, 
died recently at his home here, 1102 N. 4th St. His store 
was located at 52nd St. and South Tacoma Way. 

Mr. Eaton was a native of Nebraska, where he was 


plays were submitted, which made the task of the judges born 65 years ago. He had resided in Tacoma for more 
most difficult. than 30 years. 

The winners in the jewelry division were as follows: Survivors are his widow, Mrs. F. Mae Eaton, a 
First prize, F. W. Frisch, Healdsburg, Cal.; second prize, brother and three sisters. 
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SMALL BOWLS 


STERLING 


For Christmas Gifts 
Useful - Inexpensive 





No. 832 
Sizes: 5, 6, 8 Inches 


CURRIER & ROBY 


Silversmiths of Quality 
217 E. 38th St., New York 
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Make this Test 


AND YOU'LL STOP POLISHING SILVER 


Order 3 jars of Silver Sentry. Place them in one of your best 
show cases along with silver that has just been polished. 
Then note what happens. 


Day after day, week after week, the silver remains bright and 
shiny—looking its most salable every minute—and without 
the slightest attention on your part. One jeweler writes: 
“With your Silver Sentry our silver has now passed 2 months 
without the slightest discoloration.” Another: “Kindly send 
me one dozen Silver Sentry. The samples purchased in 
January have proven MOST satisfactory.” Still another: 
“We have tried your Silver Sentry in our display case and 
found it VERY satisfactory.” 


Silver Sentry is NOT a polish, NOT a lacquer, and is NOT 
applied to silver. It is an odorless compound that absorbs 
the tarnish-causing gases of the air, and thus PREVENTS 
tarnish—PROTECTS your silverware. 


A single jar works effectively for at least 3 months or more 
in the average silver chest or drawer area of 5 x 2 x 2, and 
costs only 50c. For the average showcase or display shelves, 
3 jars are recommended. Send for the 3 jars today and make 
this test. You’ll soon discover why thousands of jewelers and 
leading silverware departments all over the country have 
— ° this product so quickly (over a thousand this past 
month). 


Now carried by all leading jobbers. Order from them or 
from us giving your jobber’s name. 








Columbia Refining Co., Long Island City, N. Y., Dept., C-12 


O I'll make your test. Send me 3 jars of Silver Sentry. 


©) Please send me............ doz. of Silver Sentry, less regular trade 
discount and bill me through my jobber. ™ 














Executive Committees of H.1.A. and Horological 
Society of New York Plan Two-Day Con- 
ference in Metropolis, Feb. 4 and 5 


At a joint meeting held Sunday afternoon, Nov. 24, 
in New York between members of the Executive Com- 
mittees of the Horological Institute of America and the 
Horological Society of New York, several important 
results were accomplished, one of them being the decision 
to stage a two-day conference in Manhattan on Feb, 4 
and 5. The committee meeting on Sunday took place at 
the headquarters of the Horological Society of New 
York, 150 W. 85th St., and virtually all members of 
both Executive Committees were present. 

At the first day of the planned conference in February, 
both the executive committees of the Horological Society 
of New York and the Horological Institute of America 
will hold sessions and in the evening of that day, the 
New York organization will stage a regular business 
meeting of its entire membership, to which representa- 
tives of the Horological Institute of America will be 
invited. Wednesday will also be devoted to conferences 
between both societies and members of groups represent- 
ing retail jewelers, watchmakers, watch importers, mate- 
rial and supply dealers and any others interested in the 
making, repairing or distribution of watches. At this con- 
ference problems relating to the watch industry will be 
under discussion. The closing feature of this two-day 
conference will be a banquet to be held Wednesday 
evening which will be sponsored by both the national and 
the New York local organizations. The place at which 
these conferences and banquets will be held will be an- 
nounced upon selection. 

At the joint meeting held on Nov. 24, among other 
things accomplished was the adoption of two important 
resolutions, one of which provides that in the future 
examinations for certification by the Horological Insti- 
tute of America will be under the supervision of local 
societies and guilds to the extent that members of local 
societies will act as monitors and vouchers. Papers and 
work, however, will as usual be graded in Washington. 

In another resolution it was decided that in the future 
active member fees for the Horological Institute of 
America will be reduced from $5 to $3 except that active 
members of local watchmakers’ societies placing their 
applications through their local society will pay only $2. 
It was pointed out at the meeting that the New York 
Horological Society has already taken the necessary steps 
to assure that all members of the local organization shall 
belong to the Horological Institute of America. 

Harrison F. Babcock, president of the H.I.A., was 
authorized to appoint a committee to report on the possi- 
bility of certifying clockmakers. Herman Schlacht, presi- 
dent of the Horological Society of New York, and other 
officers of the New York local presented their views upon 
how the New York society and the national organization 
may cooperate, in this plan. 

The Institute has obtained offers of scholarship in 
leading horological schools to be awarded those making 
the highest marks in junior watchmaker examinations. 
An Awards Committee will be appointed to arrange the 
necessary details. 
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Charles W. Ralston 


NortH ATTLEBORO, Mass., Nov. 5—Charles W. 
Ralston, of W. H. Riley & Sons, with manufacturing 
jewelry plants in this town and in Attleboro, died at the 
Sturdy Memorial Hospital in Attleboro, following an 
operation for appendicitis. He was 65 years of age and 
is survived by two sons, Elmer and Marcus, who were 
associated with him in the business, and a daughter. 

He was born at River Philip, Nova Scotia, but came 
to North Attleboro when 21 years of age and had since 
been a resident here. He found employment in a local 
bakery which a few years later he purchased and then 
turned his attention to the realty field. He further ex- 
panded his commercial interests by purchasing the manu- 
facturing jewelry business of W. H. Riley & Son. 

The funeral was held from his late home, 229 N. 
Washington St. 


Cubans Prefer American Made Alarm 
Clocks, Government Reports 


WasHINGTON, D. C., Nov. 15—Notwithstanding 
their higher prices, Cubans prefer American alarm clocks, 
according to a report from the American Consulate-Gen- 
eral, Habana, made public by the Commerce Department. 

During the first half of 1935, the report shows, imports 
into Cuba of alarm clocks, mantel and wall clocks and 
watches without jewels were valued at approximately 
$50,000, a total approximately the same as that for the 
full year 1934. Previous to 1934, the report states, Ger- 


' Cuba’s imports of such items. 


- 


many and the United States each supplied one-third of 
During that year the 
share of the United States increased to 65 per cent, with 
that of Germany amounting to 19 per cent. Preliminary 
figures for the current year indicate that the United 
States’ share of this trade is on practically the same level] 
as last year, while Germany has appreciably improved its 
position. 

Very low-priced Japanese clocks, it is stated, have as 
yet failed to offer serious competition to American or Ger- 
man products. The Swiss pocket, wrist, and hand-bag 
watches continued to be an important factor.in the Cuban 
trade. There is no longer a large demand for gold or 
jeweled watches, as the watches now sold are chiefly of 
chrome or other cheaper, rustproof metal. 

The use of American electric clocks is increasing in 
Habana, according to the consular report, but sales of 
this type are restricted in other parts of the country. 





A Jewelry and Silverware Christmas 
(From page 25) 


tomer buys the exact article which he has seen on dis- 
play or not. The displays have done their job and done 
it well if the window shoppers come in with the desire 
to buy. The store windows reflect the character of any 
store. Since Christmas is a happy time of the year, the 
jeweler should assure his customers through his windows 
that his store is a friendly store and that they may shop 
in a happy-holiday atmosphere in which Christmas shop- 
ping becomes a pleasure and a privilege. 








S 


telegraphic orders for 


7 


Jewels 


Filled yellow GOLD 
plated case with chro- 
mium plated back. 


$5.95 


NEW HAVEN, CONN., 








There will be a shortage of merchandise in jewelry stores in December. Reports have 
already reached us of increased sales in clocks and watches, together with late ordering 
on the part of the jewelers. Anticipating this condition, we are advising you that your 





“The Count” 


will be shipped on day of receipt. Mention the name of your wholesaler when ordering. 


THE NEW HAVEN CLOCK COMPANY 
WATCH DIVISION 
SINCE 1817 





SERVICE 


Handsome, durable, accurate; a 

wonderful watch for the price 

and a splendid time-keeper. Pig- 

skin strap, with gold plated 
buckle. 


U. S. A. 
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| CHICAGO GIFT SHOW 


PALMER HOUSE 


—Hbesary 3ed to |4ith 


Progressive giftwares retailers know that merchandising 
is not a static science. Methods, merchandise and con- 
sumer buying habits change constantly. 





A. STANLEY BRUSSEL 


President That's why so many buyers and retail merchants attend 
Ss. = = — in ever increasing numbers — the semi-annual Chicago 
GEORGE F. LITTLE Gift Show sponsored by the Eastern Manufacturers and 
2a0 Filth Avenue , Importers Exhibit. 


This show affords you an opportunity to inspect the 
products of the whole giftware field — to select your mer- 
chandise quickly and conveniently. Plan now to attend. 


> i>: oer 
MANUFACTURERS & 
IMPORTERS EXHIBIT, INC. 
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SERVICE SPELLS SUCCESS 


By HARRY H. ENDERS 


Manager of the McClelland Barclay Art Products Co., Inc. 


Wile the making 


of profits is the main purpose of entering business, it is 
directly the result of a more constructive factor—the de- 
sire and ability to serve. 

Successful business begins with a good idea which is 
complete with the finest merchandise and service consis- 
tent with the market which they set out to supply. The 
direct result of the idea and the supplementary follow-up 
is profits. 

This principle applies to individuals as well as corpora- 
tions. A man with an idea approaches a job. He gives to 
the job all the initiative, ability, imagination, hard work, 
and courage of which he is capable. He serves his idea 
and his job, and as a result succeeds. The idea, without 
the service, is barren. With the service factors it becomes 
a useful, profitable venture. 

A store is planned with an idea. Back of that idea is 
experience, the ability to know what people want, the 
desire to serve those wants adequately, the imagination to 
foresee future trends, initiative to seek the “why’s” of 
particular and peculiar problems and to honestly act on 
the answers, the courage to launch into tributary streams. 
The idea is served, it is put into constructive action, and 
the venture as a result is well founded. 

A merchant is not a person who puts into a store a 
stock of goods, opens his doors, and rings his cash reg- 
ister. If that were so, one would have to have no experi- 
ence to open a butcher shop, or a garage, or a jewelry 
store. If that were so, a day-laborer, having won $50,000 
on a sweepstakes, could buy a shipload of cheap Swiss 
watches, open a store on Fifth Avenue, and make a much 
larger fortune. A person with a small amount of capital 
and no experience could start a factory, manufacture 
bowls worth a dollar, sell them for twenty dollars, and 
buy a yacht. 

No, to be successful in business, the business man must 
serve successfully. Turn that around. To serve success- 
fully is to be successful in business. 

If you are a successful merchant—whether on Fifth 
Avenue or Main Street—your success depended and de- 
pends on that principle. 

When you started your business you necessarily had to 
have a certain experience in jewelry, silver, gifts, watches. 
Without that experience you would be unable to serve 
your customers with the best merchandise they could 
afford to buy in a jewelry store. You might be able to 
sell them merchandise priced at a figure they could afford 
to pay, but if, dollar for dollar, it wasn’t worth that 
figure, you’ve failed to serve successfully and have lost a 
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repeat customer. You might engrave their watches for 
them, but unless you do a good job of engraving you'll 
never have the chance of cutting their silver. You might 
send out their purchases m brown wrapping paper, but 
your competitor who uses neat boxes will send out their 
next purchases. According to the store you run and the 
customers you supply, you must give corresponding value 
and service. 

Your success was builded on this. You gave value, and 
you gave service. People came to depend upon you for 
these things. Their jewelry purchases were bought 
through you because of these things—and as a result you 
succeeded. ; 

In other words, you found your market, what it 
wanted, how best to supply it—and you supplied it best. 
It’s a principle of successful business that can’t fail, and 
every success has employed the same principle. 

Look to your own business. Has it grown? Has it 
made profits? Then it has served. 

Look to the manufacturers who have supplied you— 
their market. Are they successful? Then they’ve pro- 
duced articles which you in turn could sell, they’ve 
worked hand-in-hand with you to help develop your mar- 
ket, they’ve played ball with you at all times. They’ve 
served, and you, in turn, repeatedly buy from them, 
which makes their business profitable. 

I recently wrote that the jewelry store has become an 
increasingly large outlet for the finer gift manufacturers. 
Why? Because these manufacturers recognize the jewel- 
er’s need for a new type of merchandise, saw that with 
the merchandise they potentially could manufacture, the 
jeweler could make an added profit. 

One concern took an ordinary white metal which had 
hitherto been used mainly for cooking purposes, and trans- 
formed it into as lovely and desirable a line as the most 
fastidious jewelry buyer could demand. 

Another manufacturer brought out an exquisitely mod- 
eled group of simulated bronzes for use as ash trays, 
cigarette boxes, and lamps, and helped the jeweler create 
another market for himself. 

There are many like these, who serve their accounts to 

(Please turn to page 61) 
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from CHASE 


To express, in seasonal spirit, our 
gratitude for your patronage in 1935. 
A Merry Christmas ... and a suc- 
cessful New Year. 


CHASE BRASS & COPPER CO. 
Incorporated 
Chase Tower, New York, N. Y. 











Introducing 


pRD-OLe, 


A New Gift Pencil for Quick 
Christmas Turnover and Profit 









: Bees 36 in. of ee 
mechanically perfect, | 
orate in 18 kt, rolled 





“YARDOLETTE” 7 


carrying over 2 feet of lead : . 
in 18 kt. rolled gold $450 Storer of America 


or sterling silver ‘ 
Dealers' 
For Full Details, Write Discount 40% 
MM IMPORTING COMPANY 
INCORPORATED 
515 Madison Avenue New York City 





Sterling Silver 
Pierced Monogram 


Display these attractive 
gear shift knobs and make 
every car owner a custom- 
er. Made of Catalin, in six 
popular colors, with ster- 
ling silver plates, available 
plain for engraving, or 
with pierced initials, two or 
three letters. 

Order a trial set . . . six assorted knobs in an effective 
display case. Obtainable for every make of car. Stipu- 
late make and year of car. Prompt delivery of orders. 


MONOGRAM TIE CLIP 








MADE IN STERLING, GOLD FILLED & 14KT YELLOW 


266 


BEST SELLINC 
THIMBLES 
MADE IN 
STERLING SILVER 





217 


SIMONS BROS. CO. 
269 So. 9th St. Philadelphia 




















AT YOUR SERVICE— 


A New York Buying Association com- 
posed of Retail Jewelers to buy for and 
service Jewelers’ Gift Departments. 


«ames furnishes every service that your own 
buying office could possibly give. 
—tells you where to buy, what to buy,-. 
how to buy. 
—attends to the prompt execution of all 
gift orders placed, whether large or small, 
and supervises their shipment. 
—furnishes needed information on mar- 
ket trends and conditions, what goods are 
selling, and buying opportunities that 
offer special advantages. 


AND THROUGH CO-OPERATIVE BUYING BET- 
TER PRICES CAN BE EFFECTED WHICH WILL 
PERMIT SUCCESSFUL COMPETITION WITH 
CHAIN GROUPS AND DEPARTMENT STORES. 


Membership in this association must be selective— 
only one can be accepted from small cities and towns. 
The fee is modest, and based upon population. 

Full information can be had by writing 


THE NATIONAL 


RETAIL JEWELERS BUYING ASSN. 
230 Sth AVE., NEW YORK, N. Y. 
RICHARD LESLIE, Executive Director 
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Service Spells Success 
(From page 59) 


the best of their ability, and who, as a result, are suc- 
cessful. 

It’s up to the merchant to take advantage of this kind 
of service, to use the manufacturers’ knowledge and_skill 
for his own profit, to find those manufacturers who are 
successful and will continue successful because they serve 
you, their clientele. The merchant, then, carinot lose, just 
as his own customers cannot lose under similar conditions. 

To find these manufacturers is comparatively simple. 
Look to the lines that are selling, for they represent men 
whose goal in business is to serve. 

To be successful yourself, you must honestly analyze 
the service you provide your customers—service which 
includes the right kind of merchandise for your particular 
market as well as the right kind of sales policies—and, 
having analyzed them, set about improving. 

For this is success—to serve. 





Spring Show of Eastern Manufacturers and Im- 
porters Exhibit To Be Held February 3 to 14, 
In Chicago 


1 hee members of the Eastern Manufacturers and Im- 
porters Exh’bit are continually making studies of the 
world markets and public demand for lines of merchan- 
dise that will bring beauty to the home and service to 
ultimate users. The exhibit of this organization, which 


is held semi-annually at the Palmer House, Chicago, is 
scheduled for the weeks of February 3 to 14. 

In a business cycle of recovery, such as 1936, retailers 
will use every means at their disposal to develop business. 
When business comes easy they can be lax, and let 
new items and lines come to their attention in the nor- 
mal course of distributors’ efforts. But when business is 
harder to get they have to get the first break at new items 
in order to be ahead of other retailers. Hence, it is pre- 
dicted that the 1936 shows will be the best attended in 
point of standing and number of retailers and will be 
the best in diversity, originality and newness of merchan- 
dise and type of exhibitors. 

The policy of wide assortment and quality exhibitors, 
enabling retailers to stock for complete service from 
responsible concerns without unnecessary and tiring in- 
spection of too much duplication of lines, means great 
success for the Eastern Manufacturers and Importers 
Exhibit both to exhibitors and visiting buyers. 

Every association is organized to sell an idea or to 
correct a condition. This organization is no exception. 
It was organized to coordinate the efforts of the manu- 
facturers, importers, and retailers, in the gift and art 
industry, to bring about more profitable business for 
all concerned. 

In 1936, when the test of real merchandising will 
come, retailers must have items as leaders to keep the 
public coming to their shops and stores. Only by per- 
sonal inspection and comparison can retailers judge new 
merchandise. That is why the February exhibit will 
be well attended. 








THE PAIRPOINT 
CORPORATION 


New Bedford, Mass. 


43-47 West 23rd St. - - - - - + New York City 


150 Post Street - - - - - - = San Francisco 





No. 185 Carol 


No. 184 Wren 
Polished Design 


Polished Design 


No. 189 Coburn 
Polished Design 


No. 186 Grecian 
Gray Design 


No. 187 Baron 
Polished Design 


Rock Crystal Stemware of exceptional value at extremely low prices. 
Any of these designs will grace the best tables. Write us for complete 


price list. 
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€VERCRAFT 


THIS MARK WILL MEAN 


A HAPPY CHRISTMAS 
FOR THOUSANDS THIS 
YEAR 


Evercraft Gifts in Metal are on sale in America's finest 
stores. Our craftsmen are working day and night to fill 
orders for Cocktail Sets, Trays, Shakers, Lamps, Bowls, 
Smokers’ Accessories, Coffee Sets, and other handsome, 
useful gifts. 


Write for our new catalog. 


THE EVEREDY COMPANY 
FREDERICK MARYLAND 
SHOW ROOMS MODERN 
NEW YORK COCKTAIL SET 
sat Tat ho > Bae 
CHICAGO 
Merchandise Mart : 


Dictionary 
of 
Gems. 


mB On OR OF) 
AND SEMI-PRECIOUS 
STONES. 














DICTIONARY OF GEMS 


rae Teaches Te 2 y AG 8 SRG A OG AIG or X 
Sy Vz ~ Precious and Semi-Precious Stones 
) @ : by R. J. Rocers, F.G.A. 





aS 


4 
by : Price $1.50 Postage Paid 
=) y\ 
bs TO ALL OUR FRIENDS ee 4 This new book of all gems gives complete defini- 
a : tions of every stone used by jewelers from Achates 
v (ancient name and origin of Agate) to Zircon and 
Ky 66 Zonochlorite with their specific gravity, chemical 
ME Merry & i composition, crystallographic origin, hardness, re- 
we By fractive index, etc. 


i 9? The work is written for the jeweler with tables 
Christmas te and notes in a form convenient for quick use that 
: By will give a brief explanation of crystallographic 
origins, some details as to cutting of gems, an ex- 
planation of refractive index, dichroism with 
tables, hardness with tables, specific gravity with 
tables, notes on manufactured gems and birth- 
stones. 








It is a valuable ready reference list for the retail 


WE ARE PREPARED TO SUPPLY YOUR LAST MINUTE jeweler, manufacturer, importer and lapidary. 


REQUIREMENTS - tito oa LEATHER" FOR Cloth bound, 58 pages, 7x534 inches. 
Revs ©. MERZ = re _ | The Jewelers’ Circular-Keystone 
, + i ia, Pa. 
‘ —,* 239 West 39th Street New York City 
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Gift Merchandise in the Jewelry Store 
By Vivian Radcliffe 


UYING gift merchandise—that class of gifts which 

are typically gift department stock—is a problem 
with many jewelers. A jeweler can have a gift depart- 
ment, no matter how small, and make a success of it JF 
he buys properly. 

The jeweler knows what his customers buy in his 
standard merchandise, but in many cases he does not have 
the slightest idea of the interiors of the homes of many of 
those customers. He thinks of his merchandise only in 
terms of his store. If he would go through his store, 
looking at the pieces of pottery, book ends, vases, candle- 
sticks, etc., which he has on the shelves, trying to visualize 
what customer would buy them, in many cases he would 
find that the type of people coming into his store would 
not seek the type of gift merchandise he has to offer. 
There is a calibre and quality to gift merchandise, and 
the jeweler who does not maintain the same standard in 
gift merchandise that he does in jewelry is crying that a 
gift department is not a success. 

One jeweler in a nice shop in a small town decried the 
problems of the gift department. Most New Jersey 
stores, he declared, could not make a success of gift de- 
partments. ‘They could not compete with the neighboring 
cities, nor could they supply the demands for bulk orders. 

But there the jeweler takes the wrong attitude toward 
his gift department. He is not a bulk supply house for 
the prizes for twenty-five tables of bridge to be given at 
the clubhouse next Thursday. He need not lament the 
fact that the department store in the neighboring city 
does carry such a stock of each piece of merchandise that 
twenty-five may be supplied on a moment’s notice. 

The jeweler is not a competitor of the hardware store 
down the street, or the drug store, which puts in novelties 
at the Christmas season, graduation time, Mother’s Day, 
and keeps a stock of bridge prizes constantly on hand. If 
that is the type of merchandise the jeweler is going to 
carry, he must cater to the cheap jewelry trade, the girls 
who buy a diamond ring for five dollars. 

The jeweler who wishes to have a successful gift de- 
partment should go about his gift merchandise buying 
with such a radical change in method that he may “waste” 
many hours selecting his stock. He should not go into a 
show-room and point to an assortment of ten to fifteen 
pottery vases and say, “I’ll take one of those.” If he will 
stop to think who in his town will buy those particular 
vases, he may quickly come to the conclusion that those 
who would buy them would pick them up in department 
stores at sales a little under the lowest price that the 
jeweler could mark them. That is department store com- 
petition, and it is not conducive to successful gift depart- 
ments in the jewelry store. 

But if that same jeweler goes about the wholesale 
show-room picking and choosing, this piece because of its 
lovely blue, that because of the quaint twist of the han- 
dles, the other because of the gracefulness of line, he will 
find that those pieces will move off his department shelves. 
They are different and distinctive, and that is what the 
jeweler has to be governed by these days. 

It is not the price of the merchandise so much as the 
style, the design, the quality. Distinctive gifts can be 
stocked for his gift department for retail at fifty cents. 
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SELLS ON 
SIGHT! 


“The new Norma pencil is ele- 

Sh 5 Col gant enough for Tiffany to carry 

NEW YORK AMERICAN  ™ £0ld at $95, though most de 
. partment stores carry it as well 
in baser metals for as little as $3.50. It’s a 4-in-1 pencil, 
with an easy snap arrangement for changing the crayon 
from red to blue, to green or to black. 
“For any who work at a desk or for teachers correcting 
papers, or for editorial workers there couldn’t be a 
more useful Christmas gift.” 


Ka Austin “If you want to scribble with 
Sheoper’s Column an air of authority get a Norma 

pencil. This is the pencil with 
N. Y. WORLD TELEGRAM four slides on its side; each one 
a different color—black, blue, red, green. You shove 
the slide, and out pops a lead of the corresponding color. 
There are nickel or chrome starting at $3.50 
most everywhere—Lord & Taylor’s, for instance. This 
is a ‘must’ for your Christmas list.” 


Virginia Pope “Thank oe the delightful 


Fashion Editor oe wn 4 ale 

pocket and make use of it for the 

NEW YORK TIMES many notes that I take to gather 
my page together.” 


Alice Hughes 


: “There is a new mechanical 
Shopping Column aii adie’ cele 
ESQUIRE changes color as simply as 


switching on and off an electric light. It writes in any 
of four colors, red, green, blue or black and should 
appeal to the male’s innate love of gadgetry.” 


. “I cannot thank you enough for 

r. homas Phip _ 9 that fascinating four-in-one pen- 

The Shops in the News cil, I have been using it all day 

VANITY FAIR in the office and everyone on 
the staff is as intrigued with it as I am.” 


° “The Norma Pencil is most at- 
‘eBay e- oeetenmen tractive. I hope to include it in 


our Christmas Pages . . . and 
HARPER’S BAZAAR shall use it myself, constantly.” 


a 2 @ 

NORMA, you see, is NEWS! The first pencil of its 
kind! The only pencil that changes color in a flash 
right before your eyes. That’s why people are en- 
thusiastic about NORMA—and why it will pay you to 
show this smart new 4-color pencil in your window 
and demonstrate it over your counter. 

WRITE NOW for full particulars of our attractive 
proposition to Dealers and Jobbers. 


NORMA PENCIL 
CORPORATION 


150 Broadway, New York 


Western Representative: 
FRED L. LEE & COMPANY, 
704 Market St., San Francisco, Cal. 


Writes BLUE—-RED-—GREEN-—BLACK 
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TUBULAR 


WATCH STRAPS HELP 


SELL WATCHES 


WHY? 


Because they are 
more attractive and 
comfortable! 


Wear one and you 
will always want a 
tubular strap. 








Made from 


SPLIT-PROOF 
PATENTED 
STITCHED 

TUBING 


Manufactured ONLY by 


A. SAUER & COMPANY 


Factory 


707 GLENN BUILDING, CINCINNATI, OHIO 


New York Office 14 E. 32nd STREET 








Hints on Buying Bookends 


Retail jewelers are interested in 
the difference between sprayed and 
plated finishes used on metal book- 
ends. The sprayed piece looks like 
painted merchandise, while the plated 
one has the appearance of metal. The 
detail of the sculpture is more dis- 
tinct and the finish itself is smoother 
in plating than in spraying. ‘There 
are different prices in plated mer- 
chandise because the higher the pol- 
ish, the higher the price. 

The finish which is upon a door- 
knob or a little better than that, is 
obtained by oxidation or replating 
after the finish. The lines of casting 
and the mold marks in the better 
grades of merchandise are always 
buffed off. Through an acid dip- 
ping process oxidized patina on 
bronze is obtained, the result being 
a green or brown finish, the exact 
shade of which is dependent upon 
the acid. 

Plated and sprayed articles when 
large are made hollow and re- 
sound to any knock. Joints and im- 
perfections of molds show in most 
white metal pieces, while with a 
bronze base, the hands, feet and 
features are usually more delicate and 
lifelike. Bronze, like brass and cop- 
per, has a clear ring. Metal, bronze 
finished, has not this ring, but sounds 
dead -or hollow. The bronze shell 
filled with a composition .makes as 
useful an article as a real bronze. 
The thicker the bronze shell, the 
longer the article will last. Real 
bronze does not give, snaps easily and 
is very brittle, while bronze composi- 
tion gives a little and does not snap 
so quickly. A very delicate or dainty 
piece of metal may be snapped in the 
hand, as it is very brittle. 

Another point on the workmanship 
of bookends which should be taken 
into consideration is the base. Pick 
up the bookend and turn it over. 
What is on the bottom? Are there 
spikes and uneven and rough metal 
surfaces? This, no matter how beau- 
tiful the article, will not be a good 
seller because people will not ruin 
the surfaces of their tables by placing 
these bookends upon them. Some 
bookends have tiny felt pads at the 
corners. These will easily come off. 
The most serviceable bookend is the 
one with a complete bottom covered 
with felt. Where the feet of ani- 
mals form the base and there are no 
felt pads on the feet, be sure that the 


64 











metal is smooth and if put down 
gently will not scratch a polished 
surface. ‘There are numerous book- 
ends on the market today which have 
all of the good features and few of 
the vices, from which a very lovely 
assortment may be selected. 

Though in the opening sentence it 


was mentioned that very few jewelers 


have a demand for solid bronze book- 
ends and statuettes, there are excep- 
tions to all statements of this type, 


The ordinary little jewelry shop does 


not have a clientele which will pay 
from $12 to $15 for a tiny solid 
bronze statuette and avout double 
that price for the simplest of book- 
ends. Their ciientele purchase popu- 
lar priced merchandise and not often 
do their gifts run into such large 
figures. 

But there are larger jewelry shops 
whose clients do spend money in large 
amounts and are intrigued by the 
“real” article. For this type of 
clientele there should be stocked a 
small and very lovely assortment of 
solid bronze bookends and statuettes, 
their retail price depending upon the 
class of the shop’s customers. 











EVENING BAGS 


af 
3 


This benatibel ‘oh ail il 
SEQUIN BAG 


Zipper Top, silk lined with mirror 
in pocket. Colors gold, silver and 


black. 
To Retail for $2.00 each 


Send For Samples 


Large assortment of Pearl 
and Rhinestone Bags 
Also large assortment of 
Beaded Bags 


from $1.00 to $15.00 each 
Kaplan & Gordon Corp. 


6 West 32nd St. N. Y. C. 
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Did You Know aes 
that... 
INCABLOC combined with PRESERVAL 


Superprotecting device of the balance staff Transparent inside case serving as watch glass 
and balance jewels against all shocks and and mounted with an entirely waterproof winding 
falls in all directions. (Unbreakable watches.) button. 








constitute a 
complete protection 
of the watch 


against dust 









g against dampness 
against water 


against shocks and falls 


and are recognized as the most out- 





standin’ achievement in the Watch 


The appearance of a 
watch so encased is 


in no way affected 


History since the introduction of the 


Applicable to all ; 
sizes and metals wristwatch. 


The Watch of 1936 Will be Fitted 
with PRESERVAL and INCABLOC 


Mr. George Braunschweig, manager of the Universal Escapement Lid., 
37 Rue du Pare, LA CHAUX DE FONDS /Switzerland, sole makers of the 
INCABLOC and of the PRESERVAL, will be at the Hotel Edison, W. 47th 
St., New York, on the beginning of January to give further information 
about these achievements to watch manufacturers, watch dealers and 


watchcase makers. 


et 
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An inexpensive and acceptable gift for men is the 
beautiful sterling silver tie clip offered by Harry C. 
Schick, Inc., 105 Chestnut St., Newark, N. J. A 
replica of a cropper, the clip is mounted with a 
transparent covered figure of a rider and horse 


Smartly styled and swanky, this bill fold in ostrich 
is an excellent gift for men. This fold, which may 
also be had in sets, is a product of F. O. Merz & Co., 










































: . : N. 45th St., Philadelphia, Pa. In fine ostrich 
taking a hurdle. These clips come packaged in One of the new popular double 754 N. » c 
— : : + ot these bill folds retail from $2.50 to $5 and in sets 
ee er ree abl g oy aig ig “as ar from $3.50 to $10. The bill fold shown here retails 
lantic Ave., Brooklyn. Made in 
14 karat yellow gold or 18 
karat white gold, this wedding 
ring will retail at $42.50, and in 
platinum, at $50. 


for $4. 





The “American Girl” a new watch offering of the 

Bulova Watch Co., 580 Fifth Ave., New York, is 

an appropriate gift suggestion. The case is set 

with two diamonds and comes in 10 karat white 

gold filled or 10 karat natural gold filled. This 
watch retails for $39.75. 





Salad forks in Holmes & Edwards Inlaid (International The Cardinal Gift Chest, brilliantly 
Silver Co.), offered in the new Envelopac gift box styled in eggshell white and crimson 
is an attractive and timely suggestion. Six salad forks eq is shown here containing a 34 
in the gift box retail for $7. piece set of “Berkley Square,” Com- 

munity Plate, an offering of Oneida 





As a useful and attractive gift the Pair- 


point Corp., New Bedford, Mass., suggests , ts, which tarnish 
this 1634 inch relish dish. The center or ad ao tae Gee 
- — is — to hold: relish “Protecto” panes for all size sets to 
or cheese, with crackers arranged on the i i illiance. 
dish or rim around the glass insert. Silver es ESS CY Soe 
plated on nickel silver this item retails An item for Christmas 

at $20. gift selling of universal 


appeal is the long strand 
of- cultivated pearls, 
offered to retail jewelers 
by K. Mikimoto, 551 
Fifth Ave., New York. 
These cultivated pearl 
strands are available in 
a broad price range. 


This new nine-piece cocktail 
set in cut crystal is the sug- 
gestion of the Duncan & Miller 
Glass Co., Washington, Pa. The 
32 oz. shaker has a chromium 
top, and a musical note and 
rooster cutting. Glasses cut to 
match are available with feet 
of green, amber, blue or ruby. 
Together with tray 12 inches in 
diameter, the set, packed in 
individual shipping cartons, re- 
tails from $6.50 and up (not 
$12 and up as previously re- 
ported). 





66 THE JEWELERS’ CIRCULAR—KEYSTONE 
for December, 1935 
































“Touch-Tip,” an ingenious and efficient 
lighter, is a product of the Art Metal 
Works, Inc., Aronson Square, Newark, 
N. J. With base and fitments of polished 
chrome it retails for $5. Those of all 
metal construction, finished in chrome and 
enameled panels retail for $7.50. 





Se 
baa 


“Pluto the Pup,” a new juvenile item, is 
an excellent gift suggestion for children 
offered by the International Silver Co. 
The “pup” bears a napkin ring in Forbes 
silverplate and retails for $1. 





This really attractive fishtail ring mounted 
with seven first quality 2% point diamonds 
is the gift offering of its creator, the 
Bristol Seamless Ring Co., 71 Nassau St., 
New York. The diamonds cover almost 
half the ring which is made in either 
platinum, white gold or in two tone yellow 
and white gold combinations. The sug- 
gested retail selling price for the platinum 
ring is $42.50. 
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Here is a charming, new after dinner coffee 
service offered by the Rogers, Lunt & 
Bowlen Co., Greenfield, Mass., under the 
name “Elizabeth Winslow A. D. Coffee Serv- 
ice.” The coffee pot, sugar and creamer re- 
tail for $59 and with a sterling silver tray, 
$84. Its excellent weight and unusual value 
makes this service an admirable gift sug- 
gestion. 


—— | 
; 
eames a —_ 


ATI 0 eee eee semana 


This blue and gold Envelopac gift box by 1847 

Rogers Bros. (International Silver Co., Meriden, 

Conn.) possesses an appeal, not only for its beauty 

but also its usefulness. One piece of silver is placed 

atop of the box for display, while others, in a 

duplex envelope, are tucked away beneath. With six 
salad forks, this box retails for $6.50. 


The “Tel Tru” temperature indicator, a 
new creation, is specially designed and 
styled to fit in with present day require- 
ments for modern homes. Beautiful in 
appearance and easy to read it is offered 
by the Germanow-Simon Machine Co., 408 
St. Paul St., Rochester, N. Y., in several 


models, attractively packaged, to retail 


for $1 and $1.50. 





“The Venetian,” a new compact by 
the Jacques Kreisler Sales Corp., 136 
W. 52nd St., New York, presents 
many unique features. It opens 
smoothly with one hand and as the 
roll-top slides down, a large mirrow 
rises into view. At the same time 
the door of the powder compartment 
clicks open and by sliding the cover 
slightly the rouge is revealed. This 
compact is thoroughly powder proof 
and is presented in a wide selection 
of color combinations, with jeweled 
decorations. 7" retail price 





This ring link bracelet for round watches is a new idea presented this Fall by the Bugbee & 
Niles Co., North Attleboro, Mass. The end rings can be instantly assembled to any of the various 
round watches manufactured. The bracelet retails for $6.75. 
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The “Nassau” by the Cruen Watch Co, 

offers the latest styling in an accurate 

timepiece. Cased in 14 karat solid white or 

yellow gold and set with four diamonds, 

the “Nasseu” has a 17-jewel movement 
and is priced to retail at $67.50. 





Beautiful cultured pearls mounted in 
latinum or gold are the suggestion of 
~ Christie &@ Co., 65 Nassau St. Set 
with small diamonds these pearl rings are 
priced to retail starting at $16. 





Baguettes and round diamonds are effec- 
tively combined in this wedding ring 
offered by Aisenstein-Woronock G& Sons, 
inc, 2 W. 46th St. There are three 
baguettes and four round stones set in a 
hand-made 10 per cent iridium platinum 
mounting, to retail at $75. 





A popular table decoration is the recommendation of 
the Chase Brass G Copper Co. Specialty Division, 10 
W. 40th St., in this “Diana” flower bowl. Finished 
in chromium or solid copper, the bowl comes with 


a walnut base and retails at $3. 








The “Perry,” handsome self-starting 
clock cased in brown mahogany with 
a polished lacquer finish and a relief 
ornament, is made by the Warren 
Telechron Co., Inc. It stands 8Y% 
inches high, has a width of 18% 
inches and depth of 3% inches. The 
dial is metal with dark gold-bronze 
raised numerals on a satin finish 
background. “Perry” retails at $7.95. 


A rich repousse border em- 
bellishes this bread and 
butter plate in sterling, a 
product of the International 
Silver Co. The plate em- 
bodies the “Pomona” pat- 
tern, has a bright finish, is 
6% inches in diameter and 
retails for $60 a dozen. 











































Clever and new is this Elgin 
lapel watch, correct in style 
for any occasion. About the 
size of a half-dollar, it is 
fitted in an attractive case 
with black enamel and a 
leather cord, and is priced 
to retail at $18.50. 








A “Keyless Alarm Clock” is the 
brand new idea of the New Haven 
Clock Co. A few pulls on the cable 
and the time and alarm mechanisms 
are wound simultaneously. With 
frame of chrome-alloy and simple 
linear design it has a 30-hour 
movement, and a full-toned alarm 
bell. Supported by an adjustable 
easel, this new clock is 42 inches 
square and retails at $3.50. 








































This smart wrist watch is the Hamilton 
Watch Co.’s “Berkley,” cased in 10 karat 
filled white or natural gold. The movement 
is 18/0 size and has 17 jewels. With the 
filled gold chain bracelet illustrated, the 
“Berkley” will retail at $42.50, and with 
a silk cord, at $40. 





Opalescent, etched crystal, Directoire blue, topaz and 

amber are the colors in which this decorative glass bowl 

is available. Product of Verlys of America, Inc., 342 

Madison Ave., this design is called “Les Poissons” (Fish) 

and is 19 inches long by 33%4 inches high. In opalescent it 

retails at $22, in etched crystal at $12.50, and in all other 
colors at $15. 





A round 17-jewel movement handsomely 

cased by Star in natural yellow gold filled is 

suggested by the Parker Watch Co., 580 Fifth 

Ave. “Fifth Avenue,” the name of this new 

number, has a Hadley leather cord, and is 
priced to retail at $29.75. 





The “Tyslip” by the R. F. Simmons Co., Attleboro, Mass., in- 
troduces a new principle in tie holders. The tie is held to 
the center of the shirt, yet it has complete freedom for a 
sliding up and down movement. With collar pin to match, 
both made in yellow or white gold filled wire, “Tyslip” retails 

at $3.50 per set. 


This attractive fruit bowl is made in silver 
plate on a copper base by the R. Wallace 
& Sons Mfg. Co., Wallingford, Conn. It 
has a diameter of 10% inches, a gray 
finish, and will sell at $5.50, retail. 





Attachment for ladies’ watch, made in 1/20 12 

karat gold filled, by the Gemex Co., Inc., 170 

Thomas St., Newark, N. J. The bracelet is 
non-corrosive, and will retail at $3.50. 





Useful gifts are always 
appreciated. The ster- 
ling silver thimble is a 
product of Simons Bros. 
Co., 269 S. 9th St., 
Philadelphia, Pa. It is 
known as the “Cupid” 
and retails for $2. 


“Olympian” is the name of 
this popular Gorham toilet- 
ware design, made in extra 
gauge sterling silver with 
fine quality white bristles 
and comb of simulated tor- 
toise shell. Comb, mirror 
and brush will retail as set 
for $25, the cloth brush at 
$8.50, and the nail file at 
$4.50. 


Supreme among gems is the diamond—and 
especially as a Christmas gift is the diamond an 
ultimate token of love and regard. This ex- 
quisite marquise stone weighs 4.54 carats, and . 
is set with a baguette on each side. Offered by 
Jerome Richheimer, 608 Fifth Ave., New York, 
the retail price is suggested as $5,000. 





For milady’s keys, the Forstner Chain Corp., 
646 Nye Ave., Irvington, N. J., offers this recent 
creation featuring the winsome appeal of two 
little “Scotties.” In sterling silver this attrac- 
tive key chain will retail at $1.50. 


















SELECTED CHRISTMAS GIFTS 








This unique sterling silver clip watch is 

a presentation of }. Lipschutz, 48 W. 

48th St., New York. The watch, shown 

open, contains a 17 jewel Péry move- 

ment and, in silver, retails for $50, ana 
in 14-karat yellow gold, at $100. 


These items, entirely hand wrought, are 
made in Argental, the new light-weight 
alloy, silver-like in appearance, non tar- 
nishing and strong as- steel. They are 
offered by M. Wille, 230 Fifth Ave., New 
rs A new mode in women’s York. 

fashions is this novel rhine- 
stone pin watch, which adds 
a touch of distinction to the 
well-dressed woman and 
harmonizes with this year’s 
evening dress color scheme. It 
is being presented by the 
Harman Watch Co., 2 W. 46th 
St., New York, and retails, 
with seven jewels, at $29.75, 
and with 17 jewels, at $34.75. 














As a timely gift suggestion 
for Christmas, the Louis 
Watch Co., 116 Nassau 
St., New York, offers this 
17 jeweled, 734 ligne 
wrist watch. The case is 
of 14-karat gold and is 
mounted with 20 diamonds. 
It retails for $50. 





As a personal gift these smartly designed 
brooches in marcasite, bearing the initials of 
the wearer are desirable. The stones are set 
in rhodium plated sterling silver and are 
made to order by J. Moroch, 125 Canal St., 
New York. These brooches may be had in 
green onyx, black onyx and sardonyx and 
retail from $12 to $36. 








One of the popular 
wrist watch models 
offered as an ap- 
propriate gift item. 
Containing a Wal- 
tham movement, 
this watch is dis- 
tributed by the A. 
H. Ficken Co., 850 
Euclid Ave., Cleve- 
land, Ohio. 

















This unique and practical 
bill clip watch is made of 
heavy yellow gold and con- 
tains a fine 17 jewel move- 
ment. It is a presentation 
of the De Frece Watch 
Co., 48 W. 48th St., New 
York and should sell at 
retail from $70 to $80. 





This personalized dress clip, which 





is obtainable in any set of inter- Here is illustrated in Spode’s bone china 
changeable initials is the gift offer- a simplified style of the Greek Key motif, 
ing of Benj. Allen & Co., 10 S. which lends itself to any good modern 
Wabash Ave., Chicago. It is made setting, classic or 18th Century. The 
of white metal, rhodium finish, con- treatment of the key and bands is in gold 
tains white stones and retails at $3. against a rich ivory ground or in platinum 
Tie holders and buckles sets are also against a pure white ground. This china 
offered in a range of prices from is offered by Copeland & Thompson, Inc., 
$1 to $5. 206 Fifth Ave., New York. 
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A event of city-wide interest was the “Art 
in Avenue Window Week” which started 
among retail merchants of Fifth Avenue, New 
York, Oct. 28 and continued until Nov. 4. Using 
the work of contemporary artists, retailers “along 
the Avenue” presented outstanding window dis- 
plays. Prominent among the interesting store 
windows were those presented by retail jewelers, 
a few of which are shown on this page. They 
were, for the most part, simple but striking and 
in excellent taste. The illustrations in the order 
in which they appear on this page, from top to 
bottom, are displays made by Georg Jensen, 
Handmade Silver, Inc., Marcus & Co., and 
Udall & Ballou, Inc. 
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OUBLE-BARRELED SECURI 


With every 
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HE most important factor in the evalya- 

tion of sweeps, as far as you are concerned, 
is the assurance that you will receive the 
maximum return for your shipment. Cummins 
offers you this security in a two-fold manner. 
The specially designed and constructed 
Cummins sweeps-barrel--free upon request-- 
insures your shipment of sweeps against the 
loss of the smallest particle of its contents. 


Gillet CUMMINS 


AYERS OF 


PLATIN( M PS ee: 
ONE NORTH EUTAW STREET, BALTIMORE, MARYLAND 





CUMMINS 


arrel 6 sweeps! 



























































Been arrival in the Cummins’ plant, your 

barrel of sweeps is handled with the 
utmost caution by our experienced workmen. 
Their expert skill and the scientific methods 
employed insures you of receiving full value 
for your shipment, Not an atom is lost! 
This two-fold security and the payment 
for all precious metals will convince you 
of the advantages of dealing with Cummins. 










GENTLEMEN: Without obligation on our part 
please send us one of your Sweeps-Barrels. 


ADDRESS. oe. ee 
CHY 5 05200... STAM... 
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Cease and Desist Order Issued 


Federal Trade Commission Holds that L. & C. Mayers Co., Inc., 
New York, Must Stop Representing Itself as Wholesale 
Jeweler in Certain Classes of Its Business 


WasuincrTon, D. C., Nov. 6—The Fed- 
eral Trade Commission has ordered the 
L. & C. Mayers Co., Inc., of New York 
City, dealer in and manufacturer of 
jewelry, to cease and desist from repre- 
senting itself, in its catalogs and other- 
wise, as a wholesale jeweler or whole- 
saler in certain classes of its business. 

Findings in this case are that repre- 
sentations of the respondent implying that 
it is a wholesaler have deceived buyers 
into believing that the company’s products 
are sold at wholesale prices, and that 
those who purchase from the respondent 
may thus save the retailer’s profit. 

The respondent is ordered to cease and 
desist from representing itself to be a 
wholesaler when soliciting sales and sell- 
ing to the following classes of its trade: 

Sales to industrial concerns, pub- 
lic utilities, banks and other similar 
organizations of articles not for 
resale, but for use of these organi- 
zations, where the sales are not in 
quantity lots. 

Sales to industrial concerns, pub- 
lic utilities, banks, and other similar 
organizations buying merchandise 
not for resale, but for the benefit of 
their employees. 

Sales to mutual buying clubs 
maintained by fraternities, colleges 
or universities, and to the em- 
ployees of industrial, public utility 
or similar organizations, such mer- 
chandise not being resold. 

Sales in any other manner to in- 
dividuals purchasing for their own 
use and not for resale, and to in- 
dividuals for their use as owners 
of industrial organizations, when 
such sales are not in quantity lots. 

According to findings in the case, the 
respondent company, under the trade 
status designated by itself as “whole- 
saler,” quoted “list prices” on items in 
its catalogs, suggesting that such items 
were subject to a dealer’s discount of 50 
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per cent and an additional cash discount 
of 6 per cent on the remaining 50 per 
cent, making a total discount from the 
“list price” of 53 per cent. The findings 
point out that the term “list price” is a 
trade term used by manufacturers, job- 
bers and wholesalers in connection with 
sales to the retail trade, but that in fact 
the so-called Mayers “list prices’ were 
not such, but were figures which, when 
reduced by the discount of 53 per cent, 
showed the prices of the respondent’s 
articles to be as offered for sale to the 
public. These prices were not wholesale 
prices, but were higher than the cus- 
tomary prices charged by jewelry whole- 
salers, according to the findings. 

It was through the action of the Amer- 
ican National Retail Jewelers Association 
that the practice of “wholesale-retailing” 
in the jewelry trade was brought to the 
official attention of the Federal Trade 
Commission. While this practice had 
been a subject of controversy for many 
years, it was not until 1931 that the 
A.N.R.J.A. launched a vigorous campaign 
against the competition of retail jewelry 
catalog houses, calling themselves whole- 
salers. 

On Dec. 23, 1930, Felix H. Levy, counsel 
for the A.N.R.J.A., submitted his opinion 
as to the legal status of the question in- 
volved, together with a suggested line of 
procedure For four months thereafter 
National Secretary Charles T. Evans de- 
voted much of his time to assemblying 
the necessary data and through the co- 
operation of retail jewelers all over the 
country obtained the catalogs and other 
promotional material of approximately 50 
catalog houses. In the meantime Secretary 
Evans secured signatures to petitions di- 
recting the attention of the Federal 
Trade Commission to the unfairness of 
the practices under consideration and de- 
manding that in the interest of fair play 
the subject be given careful consideration 
and if possible relief granted. 
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Appearing before the Commission on 
May 5, 1931, Mr. Levy and Wilson A. 
Streeter, chairman of the Legislative 
Committee of the A.N.R.J.A., submitted 
oral arguments and formal briefs. The 
decision of the Federal Trade Commission 
was to investigate the practices com- 
plained of, and after an exhaustive sur- 
vey the Commission accepted the na- 
tional association’s position, and on May 
18, 1932, issued and served its official 
complaint against L. & C. Mayers Co., 
Inc. 

Under the NRA Code Authority of 
the Metropolitan Area, the fight against 
this practice was renewed and at the 
same time the L. & C. Mayers Co. made 
an unsuccessful endeavor to have itself 
included as “wholesalers” under the 
wholesale jewelry code. 

Felix H. Levy, counsel for the 
A.N.R.J.A., said: 

“The importance to the jewelry indus- 
try of the order issued by the Commis- 
sion cannot be overstated. It constitutes 
an official condemnation by an impor- 
tant branch of the Government of a prac- 
tice which for many years has seriously 
damaged the jewelry industry in all of 
its branches. The commission’s order has 
created formidable legal obstacles to the 
further continuance of this practice and 
forecasts the cessation thereof. This re- 
sult will be acclaimed with the highest 
satisfaction throughout the industry. 

“A.N.R.J.A. is entitled to high com- 
mendation for having initiated the pro- 
ceedings before the Commission and for 
having given its untiring support and co- 
operation to the Commission. The associa- 
tion and those of its officers who partici- 
pated in bringing about this splendid 
result are entitled to the high apprecia- 
tion of the countless members of the in- 
dustry, who for many years sustained 
loss by reason of the practices now for- 
bidden.” 

Phineas Peters, president of the Brook- 
lyn Retail Jewelers’ Association, was very 
active in the campaign against the retail- 
ing-wholesaler. 

When questioned by a representative 
for THE JEWELERS’ CIRCULAR-KEYSTONE, 
Laurence Mayers of L. & C. Mayers Co., 
made this comment: “In the opinion of 
our counsel the decision is erroneous and 
will not stand.” 
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Golden Sunset 


December marks the sunset of another year. We 
hope it will be a golden one for you, and that the sun- 
rise of January will usher in a year of ever-increasing 


prosperity. 


-KASTENHUBER & LEHRFELD 
24 John Street, New York 


Strictly Smelters and Refiners of Precious Metals—NOT Jewelry Manufacturers 
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A Reliable Dealer Is Your Only Protection 














FAMOUS SINCE BROADCASTING BEGAN 











FREE? 





A booklet on Diamonds published by New 1936 Radio Sets 
the American Gem Society research STYLED FOR THE JEWELRY TRADE 
department. Fe — ne 2 


Valuable sales helps about the 
investment value of diamonds, 
Diancud their grading, history, proper- 
ties and care. 


13 Illustrations 8 Sketches 


All that is necessary is to send us 
this coupon completely filled in. 









































wor r ew ene eee eee er eee eee meee ee mew eee ee eee eee reer errs Vel woot sats a 

Name Model FE-68, 6 Tube Superheterodyne Set—works on either 
AC or DC current—gets Police, Aircraft and Regular Broad- 
casting—Dynamic Speaker—large four color, illuminated 

Address airplane tuning dial. 
A pew sae. — soe fine tone qty in se 

. polished, walnut veneer cabinet—an attractive and ou 
Employee or proprietor standing performer built for quality markets. 
re busi PRIVATE BRAND SETS 
Years in jewelry business A complete line of TRF sets for sales and promotional purposes to fill 


= = Bd Bay cy a Rw round =, a ine ea 
° e e ngle-band and multi-band sets attractively st > cen under 
Gemological education, if any ROL and Haseltine patents. stan 

Pen ee eee ee ee ee ee rt en ee ee ee Write at once for prices and full information on this 

new radio and other new FREED-EISEMANN models. 


American Gem Society FREED MANUFACTURING CO., INC. 
555 So. Alexandria Los Angeles, Calif. 44 West |8th Street New York, N. Y. 
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‘Jewelers 24 Karat Club of New York 
Will Hold Banquet Jan. 18 


The Jewelers 24 Karat Club of New 
York will hold its annual banquet at the 
Waldorf-Astoria Hotel, 50th St. and Park 
Ave., on Saturday night, Jan. 18. The 
old Waldorf, before its demolition sev- 
eral years ago, was the scene of many 
of the club’s dinners which have become 
famous throughout the country. 

Because of the success of the dinner 
held last January, a larger gathering, 
many coming from all over the United 
States, is anticipated, but as usual atten- 
dance will be limited strictly to members 
and their guests. 

The banquet committee appointed re- 
cently by President Clifford F. Lamont, 
consists of the following: G. H. Niemeyer, 
chairman; Frederick A. Croselmire, Wal- 
ter N. Kahn, Julius Kaufman, Albert 
Krolik, Raymond Mehrlust, Albert O. 
Osterwald, Reginald Reichman and John 
A. Sommer. 





Golden Roosters Initiate Seven New 
Members at Dinner and Show 


Cuicaco, Nov. 9.—The Golden Roost- 
ers of Chicago closed their 1935 activi- 
ties last night with one of the most 
entertaining and enjoyable affairs in the 
history of the organization. It was held 
in the Cameo ballroom of the Morrison 
Hotel and about 150 members were pres- 
ent to witness the incubation of seven 
new “Roosters” and to enjoy the dinner 
and big floor show. 

For more than an hour before the din- 
ner gong sounded at 7.30 p. m., guests 
met in the reception room and the re- 
freshment room adjoining, in happy greet- 
ing and reunion, with Bert Hopper, the 
Chanticleer seeing to it that every one 
had a good time. 

When all were seated at their respec- 
tive tables, with the candidates on the 
stage seated tailor fashion, Chanticleer 
Hopper extended greetings. Those pres- 
ent were then entertained by stunts of 
the candidates under the direction of 
Leonard Lewy of the “Wrecking Crew” 
and a high class vaudeville show with 
William H. McGreevy acting as master 
of ceremony. When the candidates had 
given their final vows the formal meeting 
was over and many remained for cards 
and visiting. These are the new Roosters: 
John J. Kotek, Baker & Co.; Samuel Feld- 
man, Crescent Silver Co.; Henry Vidt, 
F. H. Noble & Co.; A. A. Colvin, Wal- 
tham Watch Co.; Charles G. Zaucha, 
Benj. Allen & Co.; Herman Kramer, I. 
Schwartz, Inc.; Sydney Y. Ball, The Ball 
Co. 





Cravat Holder Patent Involved in 
Suit Filed at Brooklyn, N. Y. 


In an action involving improvements 
in cravat holders, the Wreal Cravat Hold- 
er Co., Inc., Philadelphia, and the Baer & 
Wilde Co., Attleboro, Mass., charge Sam 
Lewis, doing business as the Lewis Men’s 
Shop, Brooklyn, N. Y., and the Crest Spe- 
cialty Co., Chicago, with infringement, 
and in a bill of complaint filed recently 
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in the United States. District Court, Brook- 
lyn, ask for a restraining injunction and 
an accounting of damages and profits. 

The complainants maintain that since 
July 5, 1932, the defendants have infringed 
the plaintiffs’ rights covered by U. S. 
Patents Letter No. 1,865,995, originally 
issued to Amsy L. Wurster. The Baer & 
Wilde Co., as licensees under the Wurster 
patent, claim that it has spent large sums 
of money advertising and promoting the 
use of the devices involved, and petitions 
the court for relief. No answer has been 
filed by the defendants. 





Retail Jewelers Enjoy Picnic 


Oak Park, ILL., Nov. 6—The West 
Side Retail Jewelers Association recently 
held its second annual picnic at Fox Lake 





per cent and 50 cents each is reduced to 
30 per cent and 50 cents each. 

Findings of metal jewelry materials for 
manufacture other than gold and silver, 
whose present duty is 30 per cent, has 
been reduced to 35 per cent and wire or 
strip jewelry material, now dutiable at 
35 per cent, has been reduced to 20 per 
cent. 


Greater Chicago Retail Jewelers Hold 
Second City-Wide Meeting 


Cuicaco, Nov. 7.—The second city-wide 
gathering of the several retail jewelry 
store organizations of Greater Chicago 
was held at the Sherman House on Nov. 4, 
with about 200 present. Henry Morten- 
sen, secretary of the Illinois Retail Jewel- 
ers’ Association, called the meeting to 





Group of West Side Retail Jewelers’ Association at the outing at Fox Lake. 


and the event proved a most enjoyable 
one. 

The picnic was attended by members 
of the association and their families and 
during the day a number of athletic events 
were enjoyed. 

The photograph shown herewith was 
taken on that occasion. 





Canada Makes Import Duty Reduc- 
tions on Jewelry and Watches in 
Trade Agreement 


WasuHincTon, D. C., Nov. 19.—In the 
recent trade agreement which has been 
entered into between the United States 
and Canada the latter country has made 
a reduction in its import duty for jewelry 
for adornment not otherwise provided for 
from 45 per cent at present to 37% per 
cent, effective Jan. 1 next. This is a re- 
duction in the Canadian duty of approxi- 
mately 17 per cent. Canadian imports of 
American jewelry in 1930 were valued 
at $1,337,000, declining in 1935 to $397,- 
000. 

On watches of all kinds the present 
duty is 35 per cent and 40 cents minimum 
and this is, reduced in the new agreement 
to 30 per cent and 40 cents. Parts of 
watch movements are now dutiable at 15 
per cent and 10 cents minimum and this 
is reduced to 15 per cent and five cents 
minimum. 

The 45 per cent duty on watch cases 
and parts thereof, finished or unfinished, 
is reduced to 35 per cent, while the duty 
on clocks, cases, movements, etc., of 35 
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order and introduced Herbert Schmith, 
Clinton, president of the State organiza- 
tion, who was a guest of honor. Mr. 
Schmith spoke briefly, emphasizing the 
necessity of collective action in solving 
the problems of the trade? 

William Gibson, president of the Na- 
tional Credit Jewelers’ Association, dis- 
cussed rulings on the assessment of ex- 
cise taxes on jewelry assembled by retail 
jewelers and explained how a jeweler 
should figure in order to avoid trouble 
with the government. Mr. Gibson intro- 
duced B. S. Felvey, Chicago manager for 
the International Silver Co., who extended 
greetings and told of the service offered 
by their company for the betterment of 
store management, merchandising and 
financing. He presented Kenneth M. 
Whatmore, general advertising and pro- 
motion manager of the company. 

By means of small models Mr. What- 
more demonstrated how old stores could 
be modernized, both inside and outside, 
at no great expense, and demonstrated 
the various effects of light on different 
color arrangements. Several window dis- 
plays were set up to show how display 
units can be used for showing different 
kinds of merchandise. 





At the Supreme Council meeting of 
Scottish Rite Masons held in Cleveland, 
‘Ohio, recently Charles A. Berkey, presi- 
dent of the Berkey Mfg. Co., Detroit, was 
elected to receive the 33rd Degree at 
their meeting in Boston in September of 
next year. 








Joseph Bulova 


Joseph Bulova, founder and president 
of the Bulova Watch Co., Inc., 580 Fifth 
Ave., New York, died Nov. 18 following 
an illness of two months. Funeral ser- 
vices were held at Temple Emanu-El, 65th 
St. and Fifth Ave., New York, on Wednes- 
day morning, Nov. 20, followed by burial 
in Salem Fields Cemetery, Brooklyn. 

Born in Bohemia (now Czechoslovakia) 
1851, Mr. Bulova learned the watchmak- 
ing and goldsmithing trades in his native 
land. He came to the United States when 
i8 years old and shortly after the Civil 
War established himself in the manufac- 
turing business on Maiden Lane, New 
York, under the style of the J. Bulova Co. 
From this humble beginning started the 
firm known as the Bulova Watch Co., 
which today has an international reputa- 
tion. 

Originally the firm manufactured watch 
cases into which were placed movements 
imported from abroad. Today, however, 
the Bulova concern maintains movement 
factories in Woodside, Queens, L. L., 
Waltham, Mass., and another at Bienne, 
Switzerland. It also has a case factory 
in Providence, R. I. The executive offices 
occupy an entire floor at 580 Fifth Ave., 
New York. 

One of the first houses in the trade to 
use the radio for advertising, the name 
of Bulova has spread to all corners of 
the earth. The broadcasting of the cor- 
rect time intermittently every day is a 
well established radio feature and the use 
of the phrase “Bulova watch time” heard 
over national hook-ups for the past 10 
years, is an advertising idea attributed 
to Mr. Bulova. 

Although never retired, Mr. Bulova had 
in recent years left most of the manage- 
ment of the business to his son, Arde, 
chairman of the Board of Directors of 
the Bulova Watch Co. 

Deceased is survived by his widow, 
Mrs. Bertha Eisner Bulova, a son, Arde, 
and four daughters, Hannah Bulova, Mrs. 
Emily Henshel, Mrs. Louise Guilden and 
Mrs. Julia Bulowa. 


New York Jeweler Mortally Wounded 
By Robber 


A bullet fired into his abdomen by a 
hold-up man caused the death on Sun- 
day, Nov. 17, of Aaron Barkas, retail 
jeweler at 126 Hester St., New York. A 
revolver, with one shell exploded, was 
found in the basement of a tenement 
house near the scene of the crime. The 
murderer and his companion escaped. 

It is understood that Mr. Barkas told 
police that he arrived at his store about 
8 o’clock on the morning of Nov. 14 and 
shortly after opening the place was busy 
at one of the showcases when two men 
entered. Suspecting a hold-up the jeweler 
turned toward the men and as they at- 
tempted to strike him he raised his arms. 
One of the pair pulled a gun from his 
pocket and fired a single shot which 
lodged in the jeweler’s abdomen. Mr. 
Barkas fell to the floor and his assailants 
fled. 

A passerby who heard the shot called 
the police and within a few minutes radio 








cars were swarming the neighborhood. 
Merchants who saw the men flee directed 
the police to a tenement house on Grand 
St., where they found the revolver, but 
could not locate the robbers. Mr. Barkas 
was immediately removed to Gouveneur 
Hospital, where he succumbed to his 
wounds three days later. 

He was born in Russia and was 58 
years old. He learned the jewelry busi- 
ness abroad and 30 years ago came to 
this country and opened a retail store on 
Chrystie St. Later he moved to the Hes- 
ter St. address. Deceased is survived by 
one son, Mitchell. 





Official Opening of Paramount Dia- 
mond Center, Inc., in New York 


With Bernard S. Deutsch, president of 
the Board of Aldermen, officiating, the 
Paramount Diamond Center, Inc., was 
formally opened recently at 66 Bowery, 
New York. No merchandise was shown 





Ben Fabricant, Bernard Deutsch, president of 

the Board of Aldermen and Len Palliser 

officiating at the opening of the Paramount 
Diamond Center. 


or sold the day of the opening, but from 
3 p. m., until midnight, it is estimated 
that 8000 visitors, many of them con- 
nected with the trade, inspected this 
modern and completely equipped diamond 
and jewelry exchange. 

This place is owned by Fabrikant Bros., 
jewelers, and is under the management of 
Leonard Palliser, who claims to be the 
founder of the first diamond exchange in 
New York, in 1912. The Paramount 
Center boasts of 34 jeweler-tenants, vir- 
tually filling all available space. The 
exchange is air conditioned and accord- 
ing to Mr. Palliser a gymnasium is being 
constructed in the basement of the build- 
ing for the convenience of the tenants. 
The center is also protected by an alarm 
system. Individual stalls are arranged 
around the walls and in the center of 
the exchange, where the tenants display 
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transact their 
business. The place is well illuminated 
by an improved lighting system and is 
attractively decorated. 

Since Nov. 3, the Paramount has been 
broadcasting every Sunday morning from 
. 9.30 to 10.30 o’clock over Station WMCA, 


their merchandise and 


sponsoring the “Children’s Amateur 


Hour.” 


William D. Hildebrand 


William D. Hildebrand, manufacturers’ 
representative, with offices at 9 Maiden 
Lane, New York, was found dead on the 
morning of Nov. 7 in the garage at his 
home, 47 Dorchester Road, Rockwell 
Center, L. I. Funeral service were held 
at the jeweler’s late home, Saturday night, 
Nov. 9. Burial followed on Sunday 
morning. 

Mr. Hildebrand was 50 years old and 
had spent his entire life in the jewelry 
business. At the time of his death he 
represented the Paramount Jewelry Co., 
Radium Ring Co., and Jules Richards. He 
was a member of the Jewelers Fraternal 
Association. 

Survivors are the widow, Mrs. Geral- 
dine Hildebrand and a daughter, Geral- . 
dine M. Hildebrand. 





Convicted Under Platinum 
Stamping Laws 


David Dab of Dab Jewelry Company, 
105 Fulton St.. New York, and Morris 
Joseph were tried on Oct. 14, 1935, in 
the Court of Special Sessions of the City 
of New York. Dab was charged with 
failing to stamp the required trade- 
mark on an article sold by him which 
bore a platinum quality mark. Joseph 
was charged with selling a watch case 
marked “iridium-platinum,” which it was 
alleged did not contain the requisite 
amount of platinum or iridium; and also 
with selling an article bearing a quality 
mark, but not stamped with the required 
trade-mark. 

Both men were convicted. When they 
were brought before the Court for sen- 
tence on Oct. 25, Dab was fined $250 with 
the alternative of thirty days in jail. 
Joseph was given a suspended sentence. 

At the time the cases were started, 
Joseph was an employee of Dab. 





Louis William Hensel 


SEATTLE, WasH., Nov. 1.—Louis Wil- 
liam Hensel, a pioneer watchmaker and 
wholesale jeweler of this city, died here 
recently at the age of 69 years. He had 
suffered a stroke at his home on Fourth 
Ave., W., and was taken to the Virginia 
Mason Hospital, where he died. 

Mr. Hensel was head of the jewelry 
firm bearing his name, which had of- 
fices at 210 Haight building, and had 
been prominent in the jewelry circles of 
this city for the past 39 years. He was 
born in Milwaukee, but had come to 
Washington in 1888. Mr. Hensel re- 
sided in Snohomish County until he came 
to Seattle in 1896, and had been in the 
jewelry business from the time he ar- 
rived in this city. 
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National Watch Inspection Week to 
be Annual Event 


CINCINNATI, OHIO, Nov. 6.—Watch In- 
spection Week will be an annual event 
in Cincinnati, it was announced by 
Frank Foegler, president of the United 
Horological Association of America and 
of the Cincinnati Guild of the Ohio 
Watchmakers Association. The Guild 
display of all kinds of time pieces dat- 
ing back for centuries, in the windows of 
a bank at Fourth and Walnut Sts., at- 
tracted so much attention that it was 
carried on for an extra week as the 





Paul Esselborn, president of a brew- 
ing company, loaned for the exhibit a 
watch the size of a present day giant 
alarm clock, which was made in Austria 
in 1735 and brought to this country in 
1832. It not only performs the usual 
functions of a watch, but also chimes 
the hour when the possessor pulls a 
string. This watch still is in excellent 
condition. 

The retail jewelers cooperated during 
the week of Oct. 13-20 by displaying an 
advertising streamer prepared by the 
Cincinnati Guild directing the public to 
visit the display windows. 





Window display during National Watch Inspection Week in Cincinnati 


articles were not taken away until Oct. 
28. The drive created extra business 
for watchmakers in this city and pre- 
sented a number of opportunities to issue 
warnings against the evils of bargain 
watch cleaning “specials.” 

In the display here were assembled 
watches and individual parts. There was 
also a candle clock from the time of 
King Alfred, upon which the time of 
day was marked by the flame slowly 
passing downward and rings painted at 
intervals on the candle disappearing. 
Another old timepiece, a copy of one 
made in England in 1682, is run by 
water. It is said that such clocks ex- 
isted in 3000 B. C. 


Those cooperating with the Cincinnati 
Guild in making possible this display 
were the Elgin National Watch Co., the 
Hamilton Watch Co. the Waltham 
Watch Co., Gruen Watchmakers Guild, 
Longines Watch Co. and the Bulova 
Watch Co. Horological schools that co- 
operated during Watch Inspection Week 
were the Bowman Technical School and 
the Bradley Polytechnic Institutes. 

The E. & J. Swigart Co., of this city, 
displayed a complete set of watchmakers’ 
tools and genuine watch materials. Their 
department head, William C. Buchreitz, 
also cooperated personally in helping to 
trim the display window which attracted 
widespread attention. 








Gem Importations in September 


WasuincTon, D. C., Nov. 4—The im- 
ports of diamonds during September show 
a marked increase over the previous 
month, according to figures recently an- 
nounced by the Division of Foreign Trade 
Statistics of the Department of Commerce. 
The total value of these gems for the 
month was $2,173,022, while in August 
of this year the importations were valued 
at $1,563,577. 

Diamonds cut, but not set, constituted 
the greatest part of these imports, the 
value being $1,809,874. The balance of 
$363,148 represented the value of rough 
or uncut diamonds sent here in September. 

As usual, Belgium led all other coun- 
tries of the world in imports of diamonds 
to this country, sending here cut, but not 
set gems, valued at $1,281,708 and rough 
or uncut worth $183,401. The Netherlands 
ranked second in the importations of cut 
diamonds, the total being $495,384, but 
the figures show that the United King- 
dom sent us the second largest consign- 
ment of rough or uncut gems in Sep- 
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tember, amounting to $95,990. During the 
same month glaziers’ diamonds imported 
into this country were valued at $380,703. 

In September our pearl imports are 
listed at $95,807, while in the same month 
we brought in rough precious and semi- 
precious stones worth $4,079. Included in 
the other importations were cut precious 
and semi-precious stones appraised at 
$197,959; imitation gems (except opaque 
gems), $191,006 and opaque stones and 
imitation pearls, $1,579. 





Seattle Retail Jewelers Association 
Elects Officers 


SEATTLE, WASH., Nov. 2.—Planning a 
year of constructive leadership and an 
excellent holiday business, officers were 
elected by the Seattle Retail Jewelers 
Association at a meeting held recently 
in the Gowman Hotel. 

Ben Tipp, Third Ave. diamond mer- 
chant and jeweler, was elected presi- 
dent. Other new officers chosen were 
Harry F. Arold, first vice-president; 
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Dwight Benton, second vice-president; 
Gus Cohn, treasurer, and F. S. Rivkin, 
secretary. 

Wallace B. Calderhead, retiring presi- 
dent, and Les Larson, were both chosen 
as members of the board of directors of 
the association. 


Charles W. Harman 


Charles Wesley Harman, formerly vice- 
president and general manager of the 
Alvin Silver Co., and until his retirement 
in 1926, general manager and secretary 
of Joseph Fahys & Co., watchcase man- 
ufacturers, New York, died Nov. 6 at 
his home, 55 Locust Ave., New Rochelle, 
N. Y. Funeral services were held Friday 
afternoon, Noy. 8. Burial was in Beech- 
woods Cemetery, New Rochelle. Mr. 
Harman was 75 years old 

One of the founders of the Sterling 
Silverware Manufacturers’ Association, 
organized in 1919, Mr. Harman was its 
first vice-president. In 1921 he was chosen 
president of the organization, which office 
he held for several years. This assdcia- 
tion later became the present Sterling 
Silversmiths Guild of America. Mr. Har- 
man was also associated with many other 
organizations and was one of the five 
original members of the Wykagyl Coun- 
try Club in New Rochelle. He founded 
the Ministerial Support Commission of the 
New York East Conference of the Metho- 
dist Episcopal Church, and was formerly 
a director of the Methodist Episcopal 
Church in Brooklyn and the New Rochelle 
Trust Co. 

Surviving are three daughters and 
three sons. 





Southern California Jewelers Golf 
Association Holds Tournament 


Los ANGELEs, CAL., Nov. 4—The South- 
ern California Jewelers Golf Association 
held its last tournament of the year at 
the California Country Club in Culver 
City. After a day spent on the links, 
104 members and guests enjoyed a dinner 
and entertainment, followed by the 
awarding of nine prizes, all donated by 
Oneida, Ltd. 

During the morning round, 20 players 
entered the competition and in the after- 
noon 70 golfers appeared on the links. 
In the 36 hole competition the winners 
were, low gross, Harold Lewis, and run- 
ner up, Bernie Cohen; low net, Sam Side- 
man, runner up, Fred Brown. The guest 
prize was awarded to Darsie L. Darsie. 
The 18-hole winners included low gross, 
Dick Ewart, runner up, H. C. Forsythe; 
low net, Bill Stromberg and runner up, 
Marion Elliott. 

At the dinner brief addresses were 
made by Darsie L. Darsie, golf writer 
for the Los Angeles Herald, George Gold- 
berg, Walter Zimmer, Herb  Slaudt, 
William Shapiro, Nate Blank, Irving 
Ball, John J. Nooyen, A. Davis and Mr. 
Follett. Ralph Cohen, president of the 
association, presided at the dinner at which 
those present paid tribute to the memory 
of the late A. W. Huggins by standing 
for a moment in silence. 

















WHILE THEY LAST 


This booklet has sold nation- 
ally for 50 cents. But we have 
given it free to our customers, 
and we will send it free to 
you . . . AT ONCE, upon 
receipt of the coupon below. 

This brochure of ours covers 
the field of practical gold- 
buying from A to Z, simply 
and clearly. 

Best of all, it tells you what 
to beware of when buying 
scrap gold. 

“How To Test Old Gold” 
should be worth its weight in 
gold to you. Use it to augment 
your income. 


HOOVER & STRONG, Inc. 
119 W. Tupper St. 
Buffalo, N. Y. 


(We buy and refine scrap gold, 
filings, bench sweep, floor sweep, 
etc. We make a complete line of 
jewelers’ plate, wire, solders, al- 
loys, and pure metals. Write for 
our price list.) 


@ Please send me at once, free, a 
copy of “How To Test Old Gold.” 

In return, I promise to send you 
before Feb. 1, 1936, a shipment of 
gold scrap or other precious metal 
wastes, for refining. (Or, enclosed 
find 50 cents for a copy of “How 
To Test Old Gold.”) 














Tennessee Association Will Hold 
Convention in Knoxville, 
May 3, 4 and 5, 1936 


NASHVILLE, TENN., Nov. 7—The Ten- 
nessee Watchmakers’ and Jewelers’ Asso- 
ciation, will hold its 1936 convention May 
3, 4 and 5, it was decided at a meeting 
held here recently by the board of di- 
rectors of the state association. At a 
previous meeting Knoxville was chosen 
as the convention city. Charles Maskall 
has been appointed the general chairman 
for the convention. 

The meeting at which the convention 
dates were selected was held at the 
Noel Hotel, this city, with S. George 
Cochron, chairman of the board of di- 
rectors, presiding. Those attending in- 
cluded Andy Hauer, R. L. Parcell and 
W. Fred Gates, Chattanooga; T. O. 
Pearson and Don DeWar, Memphis; J. 
E. Coleman, Lester Bush, Edwin F. 
Cochron, William A. Parker and L., T. 
Hayes, Nashville; Charles Maskall, B, 
A. Ruwe, A. D. Jenkins, M. F. Clay and 
H. J. Wilson, Knoxville. 





Max Gunzburger 


Max Gunzburger, until his retirement 
about a year ago a member of the former 
firm of Gunzburger & Gluck, diamond 
importers, 20 W. 47th St., New York, 
died Nov. 4, after a long illness. Services 
were held the following day at the River- 
side Memorial Chapel, 76th St., and Am- 
sterdam Ave., New York, with the Rev. 
Sternberger of the Park Avenue Syna- 
gogue officiating. The body was sent to 
Peru, Ind., for interment on Nov. 6. 

Born in Germany 67 years ago, Mr. 
Gunzburger came to the United States as 
a youth. He was for some time con- 
nected with Heintz Bros., manufacturing 
jewelers, Buffalo, N. Y., and more than 
25 years ago came to New York, where 
he associated himself in business with 
Monte Gluck, under the style of Gunz- 
burger & Gluck. This business was 
liquidated about a year ago when Mr. 
Gunzburger became ill and retired. Mr. 
Gunzburger was a member of the 
B.P.O.E. 

Deceased is survived by his widow, 
Mrs. Dora Gunzburger, formerly of Peru, 
Ind., and a daughter, Mrs. Betty Jessop. 





Imports and Exports of Jewelry and 
Silverware in September 


WasHIncTon, D. C., Nov. 6—Prelimi- 
nary figures just released by the Depart- 
ment of Commerce, lists the imports and 
exports of jewelry, sterling and silver- 
plated ware for September. The imports 
of gold and platinum jewelry during that 
month amounted to $3,694, the greatest 
part of this coming from France, which 
country sent merchandise of this class 
worth $2,679. Cheap jewelry imported 
to this country in September totaled 
$14,213. 

The importations of silver-plated hol- 
low-ware and flatware during the month 
amounted to $87,055, while all other 
silver-plated articles, except cutlery, 
brought here had a value of $11,327. 
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Listed under exports for the same month 
is fine jewelry valued at $208, while all 
other jewelry sent out of the country in 
the same period was invoiced at $132,068. 

Exports of sterling silver in September 
totaled $639, while silver-plated ware 
worth $8,252 was sent to other countries. 
All other articles, including gold and 
pewter, exported in that month were ap- 
praised at $3,628. 





Arthur E. Keating has joined the exec- 
utive forces of the Gorham Mfg. Co. of 
Providence. He had been connected with 
the Bridgeport Hardware Manufacturing 
Co. at Bridgeport, Conn. 
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(N) BRAND GOLD SOLDER 


“The Best on Earth” 
All Qualities and Colors— 
Yellow, Green, White and 
Pink. Also—Fine Silver 
‘Solder in Varying Grades 
and Forms—Sheet, Rib- 
bon and Wire. 


Order from your Wholesaler 


F. H. NOBLE & CO. 


Manufacturer 
NEW YORK CHICAGO ATTLEBORO 




















“Duo-Dial” 8/12 ligne wrist watch. One dial 
shows hours and minutes, the other, seconds. 
Cased in yellow gold plate, with leather strap, 


it retails at $20 with seven jewels and with 15 
jewels for $24. 


LOUIS WATCH CO., INC. 
116 Nassau Street, New York 


Factory: Bienne, Switzerland 
Sales Representatives 


EAST 
L. A. FRANK, Sales Manager 
PACIFIC COAST MIDDLE WEST 
M. Diamond Geo. W. Lossau 
SOUTH NEW YORK CITY 
Chas. Navis Irving Levy 
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Sturgis C. Rice, Reelected President 
of N. E. M. J. and S. A. 


ProvipENcE, R. I., Nov. 25—At a meet- 
ing of the directors of the New England 
Manufacturing Jewelers’ and _ Silver- 
smiths’ Association, held at the rooms of 
the association in the Providence-Biltmore 
Hotel since the annual corporation meet- 
ing last month, Sturgis C. Rice, of the 
Whiting & Davis Co. of Plainville, Mass., 
was reelected president. 

Edward O. Otis, Jr., was continued as 
executive secretary. Frederick A. Ballou, 
Providence ; Donald LeStage, North Attle- 
boro, and Harold E. Sweet, Attleboro, are 
vice-presidents; Lewis S. Chilson, Attle- 
boro, treasurer, and Edgar E. Barker, 
Providence, corporation secretapy. 





Brooklyn Retail Jewelers Elect 
Officers and Plan Annual Banquet 


Phineas Peters was again reelected 
president of the Brooklyn Retail Jewelers’ 
Association at a meeting held Thursday 
night, Nov. 14, in the Johnstor Building, 
Brooklyn, N. Y. Other officers chosen 
are Harry Brown, first vice-president; 
Robert Lipton, second vice-president; 
C. Esposito, treasurer; Mortimer Staven- 
hagen, secretary, and Abe Korn, sergeant- 
at-arms. 

By the unanimous vote of the members 
it was decided to discontinue the Board 
of Directors and in its place select a 
Board of Trustees. Those chosen on this 
board are, for three years, Mrs. Robert 
Lipton, Mrs. I. E. Woodruff and Louis 
Rosenblum; for two years, Max Katz, 
Harry Hoffman and I. B. Weiseand, and 
for one year, Milton Godin, Max Schwartz 
and R. M. Tartridge. 

The Hotel Bossert in Brooklyn has been 
engaged for the 11th annual banquet and 
dance to be held by the organization on 
Sunday night, March 1, 1936. Robert 
Lipton has been named supervising chair- 
man for the affair. 

At the meeting, Leo Loeb, C.P.A., called 
attention to the discrepancies in the in- 
terpretation of the excise tax law which 
has been imposed on retailers. A letter 
was also read from the Police Department 
assuring the members that their stores 
would be given special consideration dur- 
ing the holiday season. 





Robbers Handcuff Victims and 
Escape with Loot 


A daring trio of bandits walked into 
the jewelry store of Pickslay & Co., 338 
Park Ave., New York, on Thursday, Nov. 
7, and after shackling the store manager 
and a sales clerk with handcuffs, calmly 
rifled a showcase of diamonds and jewelry 
worth between $16,000 and $17,000 and 
then escaped in a waiting automobile 
parked near the scene of the robbery. The 
loss, it was stated at the store, is fully 
covered by insurance. 

The robbery occurred shortly before 
noon while the street was crowded with 
pedestrians and a policeman regulated 
traffic within a few feet of the store. 
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Walking into the place, the bandits drew 
guns from their pockets and ordered John 
Suhr, manager, and William Rickert, a 
clerk, into a rear room. 

After the robbers had fled, Mr. Rickert 
was able to crawl to a telephone and 
knocking the receiver off the hook sum- 
moned the police. About the same time a 
young woman passing the 51st St. window 
of the store also notified the police. With- 
in a few minutes radio cars were on the 
scene, but it was some time later before 
the superintendent of a neighboring apart- 
ment house could file the handcuffs off 
the robbery victims. 


Police Nab Two Suspects Following 
Third Robbery at Pittsburgh 
Jewelry Store 


PITTsBURGH, Pa., Nov. 16.—One of the 
most daring burglaries ever perpetrated 
here occurred Thursday night, Nov. 14, 
while the streets were filled with home- 
going crowds, when a lone bandit, with 
a hammer, shattered a window in the 
East End store of the William J. Kappel 
Co., 6103 Penn Ave., scooped up dia- 
monds valued at nearly $10,000 and made 
his getaway in an automobile which an 
accomplice had driven up to the curb. 
This is the third Kappel window to be 
ransacked in recent months. 

Upon hearing the crash, Edward J. 
Kappel, one of the members of the firm, 
rushed to the street with a gun but did 
not shoot for fear of striking pedestrians. 
The bandit car turned into Sheridan 
Ave. and at Kirkwood St. sideswiped a 
truck. Further on, it struck another ma- 
chine but continued in the direction of 
Highland Park. The truck driver ob- 
tained the license number and gave it to 
the police. In the excitement, the bandit 
failed to get the largest diamond in the 
window, one valued at $1900. 

City detectives today revealed they had 
taken a man into custody on a charge of 
accessory to robbery. Later, police ar- 
rested another man. 





Watches and Clocks Imported 
During September 


Wasuincton, D. C., Nov. 6—The Divi- 
sion of Foreign Trade Statistics of the 
Department of Commerce has just re- 
leased preliminary figures showing that 
during September of this year we im- 
ported watch movements having a value 
of $400,672. Of this amount, $396,601 of 
these imports came from Switzerland. 

Watch parts brought in during the 
same month were invoiced at $72,272, 
while jewels for movements had a value 
of $89,653. Also in September we im- 
ported clocks and clock movements worth 
$6,547 and clock parts totaling $1,555 in 
value. 

Listed among our exports were watches 
with jewels valued at $955; watches 
without jewels, worth $33,538 and parts 
of watches invoiced at $12,970, Canada 
taking $12,560 worth of the latter. There 
were also exported mantel, novelty and 
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wall clocks amounting to $3,775; one 
day alarm clocks, $18,856 and other clocks 
and parts (except electric), $13,400. 





November Luncheon Meeting of 
Chicago Jewelers Association 


Cuicaco, Nov. 23—The luncheon meet- 
ing of the Chicago Jewelers’ Association 
was held on Thursday, Nov. 21, at the 
Palmer House with President Howard 
Schaeffer presiding. During the business 
session Howard D. Seebeck and R. F. 
Simmons Co. were elected to membership. 

Chairman Lou Buss, of the Social Rela- 
tions Committee, reported plans were well 
under way for the banquet on Jan. 23. 
Following the business session those pres- 
ent were entertained by N. V. Gottschalk 
with some bewildering tricks and mem- 
ory demonstrations. 





Canadian Output of Jewelry and 
Silverware Up 


WasuincrTon, D. C., Nov. 8—A 23 per 
cent advance in the value of jewelry 
and silverware produced in Canada dur- 
ing 1934 is revealed in a report just 
issued by the Department of Commerce. 

Total Canadian output of clocks, 
watches, silverware, jewelry, etc., in 1934, 
the report shows, was valued at $7,859- 
902 against $6,367,898 in 1933. 

The number of employees in this industry 
reported in 1934 was 2420, an increase of 
213 over the 1933 figure. Capital em- 
ployed during 1934 totaled $7,528,250 
which compares with $7,550,158 reported 
in 1933. Total payments in salaries and 
wages for the year under review in- 
creased to $2,650,948 from $2,181,152 in 
1933. 

In 1934, 107 Canadian factories pro- 
ducing jewery and silverware were in 
operation, of which 57 were located in 
Ontario and 38 in Quebec. 

Canadian production of jewelry in 1934 
totaled $2,111,750, a gain of $449,808 over 
the preceding year. Clocks and watches 
registered a striking improvement, pro- 
duction in 1934 being valued at $905,- 
950 against $589,514 in 1933. Watch case 
production was valued at $202,630 against 
$161,291 in the preceding year. Produc- 
tion of electrical plated flatware and 
hollow-ware in the year under review 
was valued at $2,050,841 compared with 
$1,696,177 in 1933, statistics show. 

Clocks, watches and parts represent the 
chief Canadian export item of the jewelry 
and silverware group, the report shows. 
Sales abroad of these items in 1934 were 
valued at $289,737 compared with $171,- 
420 in the preceding year. 





Leonard B. Lewy and T. Leonard 
Goodman, who succeeded to the business 
of the Israel-Lessing Co. in Chicago, have 
announced the formation of a co-partner- 
ship, known as the Lewy & Goodman Co. 
They will continue to represent the same 
lines namely: B. F. Hirsch, Inc., Heller 
& Co., Hingeco Mfg. Co., and Harry C. 
Schick, Inc. 














Special Order Work! 
Jewelry Repairing! 
Diamond Setting! 
Stone Cutting! 
Engraving! 








Let Us Reproduce 
Your Antique Jewelry 


DESIGNS 
FURNISHED UPON REQUEST 





Articles Shown 
in This Advertisement 
Carried in Stock 








The House of Quick, 
Reliable Service on 
All Jewelry Work 








A. SAUER & COMPANY 


707 GLENN BUILDING 
CINCINNATI, OHIO 














Honored at Dinner in Meriden, Conn. 
MERIDEN, CONN., Nov. 12—Sherman F. 
Johnson, who after 29 years of service 
with the International Silver Co., has re- 
signed his position as advertising man- 
ager, was honored recently at a testi- 
monial dinner, tendered to him at the 
Home Club by a number of his friends 
and business associates. Mr. Johnson’s 
resignation takes effect Jan. 1. 

Eloquent tributes were paid to Mr. 
Johnson by many of those attending and 
Alpeck L. Zeitung, toastmaster of the oc- 
casion, presented the guest with a large 
silver tray. This tray, which measures 
24 inches in length, is appropriately in- 
scribed and also bears the signatures of 
those in attendance at the dinner. 


New Enterprises 


The Smith Credit Jewelers is a new 
concern at 502 Sacramento St., Vallejo, 
Cal. 


A new jewelry store has been opened 
at 315 Pendleton St., Waycross, Ga., by 
James E. Hart. 


Dwight Cruzan, formerly of McAlester, 
Okla., has started a jewelry store and 
watch repair shop in Oswego, Okla. 


Naylor E. Pogue has engaged in the 
jewelry and watch repair business in the 
Boucher building, Chillicothe, Tex. 


Harry N. Penn and Everett M. Slog- 
gett have opened a jewelry store in Knox- 
ville, Iowa, under the style of Penn & 
Sloggett. 


T. L. Miller, operator of jewelry 
stores in Big Lake and McCamey, Texas, 
now has a third establishment on Main 
St., Crane, Tex. 


Dwight Cruzan, formerly employed in 
a jewelry store at McAlester, Okla., has 
opened his own establishment at Oswega, 
Kans. 


Carl Heinz, for many years engaged 
in the jewelry and watch business has 
opened a store at 102 W. Short St., Lex- 
ington, Ky. 

A new jewelry store has been estab- 
lished at 6th and E Sts., Grants Pass, 
Ore., by E. Mastolier, who formerly con- 
ducted a store at Lindsay, Cal. 


The Scott Jewelry Co., which has 
operated a store in Lowell, Mass., for 
the past year, has opened another estab- 
lishment at 428 Essex St., Lawrence, 
Mass. 


A. M. Nelson, who at one time oper- 
ated a jewelry store in Monroe, Wash., 
has reentered the jewelry business in that 
city and has opened an establishment in 
the old location of the First National 
Bank. 


Frank C. Audiano and Ralph H. Gil- 
bert, formerly with the Kay Jewelry Co., 
in Brockton, Mass., have embarked in 
business on their own account and on 
Nov. 7 opened a store at 15 Main St., 
Plymouth, Mass., under the name of the 
Art Jewelry Co. 
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Sterling Xmas 


Su ggestions 
By 


The ‘Finest Silversmiths 


@ CALENDARS 
@ PICTURE FRAMES 

@ CIGARETTE BOXES 

@ MUDDLERS 

@ COCKTAIL CUPS 

@ COCKTAIL SHAKERS 

@ 16 PC. GOLD TOILET SET 


and 
Other Things for Your Asking 
WIRE YOUR REQUESTS 


Graff, Washbourne & Dunn 


SILVERSMITHS 


TRADE MARK 
142 WEST FOURTEENTH STREET 
NEW YORK CITY 











Oo) 


to one’s health, one’s possessions come 
first, and to the jeweler, some of the 
important items of his income are: his 


SCRAP GOLD 
SWEEPINGS 
FILINGS 
etc. 













15 JOHN ST, “UG; 
FACTORY EMisy 
70 FULTON ST,N¥.C. ~'S 
“WHEN DISSATISFIED TRY Us" 


WHEN....... 


in ill health you see a doctor—a special- 
ist—so why not get in touch with the 


specialist in 
REFINING 
SMELTING 
ASSAYING 


Checks sent promptly 


LAMBROS & MERKT 
15 John St. New York, N. Y. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


The Lieberman Engraving & Plating 
Co., formerly located at 64 W. 48th St., 
has moved to 161 Canal St. 


The H. L. Kreielsheimer Co., dealer 
in diamonds, have moved from 10 W. 
47th St., to new quarters at 630 Fifth Ave. 


After a two months’ visit in New York, 
Emile A. Tartakow has returned to his 
home and jewelry business in Hollywood, 
Cal. 


Harry C. Schick, Inc. are moving 
their New York office from 10 W. 47th 
St. to the International Building, 630 
Fifth Ave. 


Adolph Pusrin of Adolph Pusrin & 
Bro., 59 Chrystie St., has been recently 
elected a director of the East Side Cham- 
ber of Commerce. 


Hugo Oppenheim & Co., diamond im- 
porters, have moved from 20 W. 47th 
St., to new quarters on the 11th floor of 
the International building in the Rocke- 
feller Center. 


Max Duraffourge, importer of precious 
stones, 10 W. 33rd St., returned Nov. 12 
on the Ile de France, after a three months’ 
trip to the stone markets of London, 
Amsterdam and Paris. 


The Horological Society of New York, 
Inc., at a meeting on Nov. 5, decided to 
hold a convention and dinner at one of 
the leading local hotels some time in 
February. The exact date and place will 
be determined shortly. 

Verlys of America, Inc., 342 Madison 
Ave., announced recently that it has ap- 
pointed the Abrahamson-Fedderman Co., 
Gas and Electric Building, Denver, 
Colo., as sales representative in Colo- 
rado, New Mexico, Utah and Wyoming. 


The Michael C. Fina Co., is the name 
of a new corporation organized to engage 
in the wholesale silverware business in 
Room 409 at 1 W. 47th St. The officers 
are Michael C. Fina, president; Robert 
L. Reinhardt, vice-president, and Miss 
Rose, secretary-treasurer. 

William A. Nixon, at one time em- 
ployed in a supervisory capacity at the 
manufacturing jewelry plant of J. R. 
Wood & Sons, in Brooklyn, died recently 
following a brief illness. He lived at 


1494 Pacific St., where services were held. 


Mr. Nixon, until 10 years ago, had been 
connected with the jewelry industry for 
30 years. Survivors are his widow, Mrs. 
Inez Nixon, a sister and one brother. 


Both partners of the firm of A. D. 
Leveridge, diamond importers of 22 W. 
48th St., have now returned from the 
European diamond markets, after an ab- 
sence of over’six weeks. They are very 
much encouraged at the firmness of dia- 
mond prices. They are about to intro- 
duce in their line of fancy-shaped dia- 
monds a new cutting about which they 
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are quite reticent but visibly enthusi- 
astic. 


Calm M. Hoke, consulting chemist of 
the Jewelers’ Technical Advice, this city, 
will discuss “Metallurgy and Gemology” 
at a symposium on Women’s Place in 
Chemistry to be held at the Grand Cen- 
tral Palace at 2.15 p. m., Saturday, Dec. 7. 
The discussions are being sponsored by 
the Educational Division of the 15th Ex- 
position of Chemical Industries to be held 
at the Grand Central Palace from 
Dec. 2 to 7. 


The Albert Krolik Co., and Charles 
Murray announced recently that they 
have consolidated their interests with 
Cromur, Inc., dealer in pearls and pre- 
cious stones and that their business will 
hereafter be conducted under that name 
at 608 Fifth Ave. Officers of the firm 
are Albert Krolik, president; Charles 
Murray, vice president; Nelson W. 
Doyle, treasurer, and Marcus E. Sea- 
strom, secretary. 


Rudolph and L. Kleinberg arrived in 
New York last month on the George 
Washington to resume activities in this 
country for the firm of Herman Klein- 
berg Fils, Inc., dealers in rough and cut 
diamonds. The firm has leased new offices 
in the Goelet Building, 608 Fifth Ave. 
Their large sizes in round and fancy 
shaped diamonds will be imported direct 
from the Kleinberg concern’s own cutting 
works in Johannesburg, South Africa. 


Isaac W. Cokefair, a former vice 
president and director of the Interna- 
tional Silver Co., who died Nov. 24, 
1933, left a gross estate of $544,054 and 
net of $472,562, according to an ap- 
praisal made recently. His interest in 
the retail silver store of the Derby Sil- 
ver Co., at 10 Maiden Lane, was valued 
at $94,307. His 1,550 shares of common 
stock and 1,020 shares of preferred in 
the International Silver Co., have a com- 
bined value of $115,450. 


Charles T. Evans, secretary of the 
American National Retail Jewelers As- 
sociation, has been named chairman of 
the Jewelers Division of the the Red 
Cross for the annual roll-call which 
started on Armistice Day, November 11. 
To Mr. Evans has been delegated the 
task of enrolling the jewelers of Greater 
New York in this patriotic and humani- 
tarian organization and he has already 
issued a call to service to over 2,000 
members of the jewelry industry in the 
metropolitan area. 


Aisenstein-Woronock & Sons, Inc., 2 
W. 46th St., celebrated their 50th anni- 
versary as wholesale jewelers on Oct. 27 
and to commemorate the occasion tendered 
a dinner to their employees. The dinner 
was held at the French Casino in this 
city and proved a marked success. Com- 


(Please turn to. page 82) 
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RING FINDINGS 
ASSEMBLED 


Quotations on request 
A. W. MAYER & CO., INC. 
36 W. 47th ST. NEW YORK 
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HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 
ROYAL DIAL & REP eerseeNe co. 
116 Nassau St., 
SOLE DISTRIBUTORS OF 
E. MATHEY-TISSOT & CO. 
NORMIS 

CHRONOMETER CYMA 

WATCHES CLOCKS 


NORMAN M. MORRIS 
INCORPORATED 
608 FIFTH AVE. 

















NEW YORK 


CHINESE GEMS Co, 


J ADE INC. 
and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 
Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 
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BILL CLIP WATCHES 
48 WEST 48TH ST. NEW YORK 
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EXPERT REPAIRS 


SILVERBWARBE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 
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Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, — York 


Order Jobbi aeonee Ronseary 
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Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


64-66 Nassau 
U. $. Watch Dial Mig. Corp. Nic w Yoru 















































TA HUA CORPORATION 


Best } ‘alues 


Largest {ssortment 


CHINESE JADE 


Also Lapis, Turquoise, Carnelian 
Amethyst 


Wholesale Suppliers to the Jewelry 
a rade 


Stones for Compacts, Smokers’ 
Accesséries, Bags 


DIRECT IMPORTERS 
48 West 48th St. New York 








Silver repairing and refinishing. 
Vanity, Cigarette Cases and Bag 
Frames our specialty. 


Established over twenty-five years. 


CHARLES GRABHORN 4 Washington Place 


NEW YORK 








STAR SAPPHIRES 


Gems of Fascination 





LOUIS N. MARX *3L 5% Ave 
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Micro-Synchronized Balance—Timed by 
Western Union-Naval Observatory Time 


PARKER WATCH CO-580 FIFTH AVE-N.Y. 

















Ww. will convert your old move- 
ments into stylish watches! 
Repair them, put them in new cases and dials 
at the lowest possible prices. Any kind of a 
watch case supplied. 

We curry a full line of rebuilt watches at 
reasonable prices. 
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menting on the affair, Louis Aisenstein, 
vice president of the concern, said “The 
celebration cemented an association of 
many years’ standing between the mem- 
bers of the firm and the employees and 
this association we hope will continue.” 


Louis W. Hraba, well known to many 
of the older members of the trade as 
a manufacturer of jewelry cases and 
traveling bags, died recently in North 
Hudson Hospital, Weehawken, N. J. He 
was 82 years old and had been retired 
from business for 20 years. Mr. Hraba 
was born in Vienna and came to this 
country 67 years ago when he founded 
the firm of Hraba & Hofensack. The 
present firm of Louis W. Hraba Co., 29 
E. 19th St., this city, of which George H. 
Hoyt is the head, is the successor to 
Hraba & Hofensack. Deceased is sur- 
vived by his widow and a nephew. 


Benjamin S. Katz, president of the 
Gruen Watch Co., Time Hill, Cincinnati, 
sailed for Europe on the Champlain, Sat- 
urday, Nov. 9, for a visit to the Guild 
plants of the Gruen Watch Co. at Biel, 
Switzerland. Mr. Katz plans to step pro- 
duction up greatly in order to meet the 
increased demand for Gruen watches. 
The unprecedented impetus, experienced 
in the jewelry industry this year, has 
favorably influenced the buying of 
watches. Mr. Katz is confident that this 
advance will continue to increase in the 
coming year. He was accompanied by 
his wife and Louis De Garmo, president 
of the De Garmo-Kfiborn Corp., adver- 
tising agency for Gruen. 


The New York Jewelers Benevolent 
Association has already instituted plans 
for celebrating its 50th anniversary in 
1937. The occasion will be marked with 
a banquet which will be held in the main 
ballroom at the Hotel Astor on the night 
of Feb. 21. Louis Cutler is chairman of 
the committee making arrangements for 
the affair. The next meeting of the 
association to be held Tuesday night, 
Dec. 3, will be observed as Ladies’ Night. 
Judge Jacob Panken of this city will be 
the guest speaker on this occasion. The 
first nominations for candidates for office 
will also be offered at this meeting and 
at the first gathering in January, second 
nominations and acceptances will be re- 
ceived. The election of officers will take 
place on Tuesday night, January 21, fol- 
lowed by installation ceremonies. 


After three years of active service as 
chairman of the Wholesale-Retailing Com- 
mittee of the A.N.R.J.A. and the New 
York State Retail Jewelers’ Association, 
Phineas Peters has retired from these 
committees. In resigning Mr. Peters com- 
mented on the recent action of the Federal 
Trade Commission in the L. & C. Mayers 
Co. case and gives credit to the Commis- 
sion for the thoroughness with which it 
was handled. “It is a great satisfaction 
to have been actively affiliated with trade 
movements and agencies that cooperated 
with the Federal Trade Commission in 
bringing about recognition of a sound 


(Please turn to page 83) 
82 


126 Maiden Lane, 








woonD 
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EDWIN A. NEUGASS 


MANUFACTURER 
212 E. 40th St. New York 
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Your Wholesale Dealer has them 























LOUIS 
KOPPEL 


Manufacturer of Cold and 
Platinum Ring Mountings to 
Wholesalers 


N.Y. 











SOLID GOLD COAT OF 
ARMS RINGS, $20.00 


STERLING SILVER, 
$10.00 

Made and Completely 
Engraved 

THE MONOGRAM SHOP 


114 W. Baltimore St. 
Baltimore, Md. 











Watcu Mareriats for all 
American & Swiss Watches 
Sole Distributors for ABRA Material 
Fine Watch Repairing for the Trade 
INTERSTATE WATCH Co. 
80 Nassau St. New York, N. Y. 














DIAMOND 


SCHICKSNAPS 
GOLD 
PLATINUM 


CULTURED 
PEARLS 


*« 
HARRY ¢. SCHICK, INC - NEWARK,N. J. 


WE PAY 


80.68 per Dwt for 10 KARAT Cold 
05 «“ “ “ 44 “ “ 
122 “ “ “« 48 “ss 
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Weight and Karat Test Guaranteed 
STERLING SILVER, Market Price. 


GOLD FILLED SCRAP 





Your lot accurately valued, reported, 


and held for your O. K. 


SLOVES & KRAMER, INC. 


ASSAYERS @ REFINERS 


149 Canal St. NEW YORK 


RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 
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Become an 


OPTICIAN 


Open Your Own Optical Department 
3 to 6 Month Courses 
Write for Bulletin of Information “J” 


SCHOOL of MECHANICAL OPTICS 


Montague & Henry Streets 
BROOKLYN NEW YORK 












TRADE WATCH REPAIRING 
All Work Guaranteed One Year. 
Write for Price List 


GEDDES & CRAMER 
1113 Chrisler Ave., Schenectady, N. Y. 
Service That Satisfies 








Gold and Platinum Solders 
“Clinton Alloys” 
For White, Green, Yellow Gold 
Refiners of Precious Metals 


CLINTON REFINING CO., Inc. 
91 E. Kinney St., Newark, N. J. 











CASES 

10/2 L. Illinois Cases @ $4 
a dozen. 

642 and 6% L. Illinois Cases 
@ $3 a dozen. 

Cases in all sizes and makes 
at special prices. 

For information write to 

M. WOLF 
132 Nassau St., New York, N. Y. 











THE HOUSE OF JADES 


Mortimer B. Kling 
JADE 


Necklaces - Pendants 
Bracelets - Earrings 
Rings - Clips 
65 Nassau St. New York 











GOLD ALLOYS 


FOR ALL COLORS AND KARATS 
FOR PLATE, WIRE OR CASTING 


GOLD SOLDER ALLOYS 
PECIAL ALLOYS FOR ENAMELING GOLDS 


W. HENRICH,INC 
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Specializing Traveling and Boudoir Clocks 
Also complete Leather Case Service 
110 West 40th St. * New York 
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business principle,” said Mr. Peters. “If 
this decision is enforced generally, it will 
do more for the small independent busi- 
ness man than any other action that could 
be taken at this time.” 


The Metropolitan Retail Jewelers’ As- 
sociation will hold its annual banquet and 
ball at the Hotel New Yorker on Sunday 
night, Jan. 19. Henry Astor is chairman 
of the committee in charge of this affair 
and will be assisted by A. Wolf, Leo 
Rackoff, Sam Hurwitz, Harry Wexler and 
Sol Reichgott. At a recent meeting of the 
organization, held at the Hotel Commo- 
dore, the association expressed its oppo- 
sition to any compromise of the excise 
jewelry tax and urged for its complete 
elimination. At the same meeting, C. W. 
Bradbury of the Royal Diamond & Watch 
Co., spoke on the installment business, 
while William D. McNeil, president of 
the American National Retail Jewelers’ 
Association, addressed the members on 
the subject of “Publicity,” and Phineas 
Peters discussed the activities of the Re- 
tail Jewelers’ Tax Committee. 


Unequivocal opposition to the misuse 
of wage assignments in connection with 
instalment selling was expressed by the 
Associated Credit Jewelers of New York 
and New Jersey at a meeting held Nov. 6 
at the Hotel McAlpin. After discussion 
of assignments and the restrictive legis- 
lation that may be proposed in New York 
State as a result of their misuse, William 
Wagner, executive secretary, submitted a 
number of recommendations which were 
adopted unanimously by the association. 
Credit jewelers, it was pointed out, are 
interested in conserving the legitimate use 
of wage assignments and during the last 
two months several meetings have been 
held for this purpose. Steps have been 
taken toward the formation of an agency 
to receive complaints, make investigations 
and adjustments, and report findings and 
results to all interested parties. The plan 
is so designed that it will encompass the 
entire instalment field in metropolitan 
New York. The Associated Credit Jewel- 
ers went on record in favor of a two-day 
conference and dinner sometime in March. 
President Eliot P. Hirshberg named the 
following committee: C. M. Bradbury, 
general manager of the Royal Diamond 
& Watch Co., chairman; M. S. Abelson, 
Abelson’s, Inc., Newark; William Van 
Busch, Busch Kredit Jewelry Co. 





Prices of Silver Bars 
U.S 


Government New 

London Assay Sell- York 

Date Official ing Price Official 
BS 2s sawes 29 te 67% 65 
B.. Siccces 29 46 67% 65 
1 SS eee 296 67% 65 
NOW. FBs cece 29 +6 67 65 


Platinum Market 


Platinum prices, as of Nov. 21, 1935, were 
officially quoted as: 


OE cs vedcnnedebakes eebbetaacneeneel $38.00 
Containing 5% ME 6&6 Che ccesveus 39.00 
Containing 10% Iridium..............+. 40.00 
DE  vcwwes ean hiaw swe cnt eaae ame 60. 

DS. cucedas véudyadadececaeen 24.00-25.00 








REBUILT 
WATCHES 


Hamilton, Elgin 
and Waltham 
GUARANTEED 


Cases in Great 
Variety at 
Special Prices 








Illinois Cases 


6'/, & 6% ligne at $3.00 per doz. 
Write for Catalegue 


N. SEIDMAN 


173 Canal St., New York, N. Y. 











Antique English Silver 
Old Sheffield Plate 


Victorian Silver and Plate 


If there is anything in our line 
that you need at any time we will 
be pleased to send a selection on 
approval—without obligation. 


“We sell to the Trade only” 


MICHAEL FEINBERG, Inc. 
15 West 47th St. New York 














REVOLV.IT SLIDE-IT 
NOVELTY WATCHES 
in combination with 
Lipsticks - Lighters - Clips - Pencils 


J. LIPSCHUTZ 


48 W. 48th St. New York 








Silverware Repaired and Refinished 
Equal to New 
Clocks Gold Plated 


RHODIUM GOLD SILVER 


CHROMIUM NICKEL 
StanpaRp For Ovsr Firtzen YEARS 
JOSEPH RUBIN ELECTRO 
PLATING CORP. 
New York 








106-8 FULTON STREET 








“SUPER - SERVICE” 
ROLLING MILLS 


ae 


reduce ee 
resent day com: n. 
. We manufacture a complete 


line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 



















| WHERE TO BUY | 


7 CONCORD | 
tw livecsmiths 





CONCORD 
NEW HAMPSHIRE 
—e 


(008 FY nhc Clipper 








Massachusetts School of Optometry 
INCORPORATED 
Standard Three-Year Day Course 
Post Graduate and Special Courses 
Arranged 
For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 





EUREKA MFG. CO. 
PAUNTON, MASS. 

VMahers ¢ 

SILVERWARE BAGS 


AND ROLLS 


approved and used by» 
Leading Manutacturers and Retailers 





ANCHESTER 
SILVER COMPANY 


F LAND 








G. H. emcee & —_— 
© BHO 
NORTH ATTLEBORO - MASSACHUSETTS 


Send for Latest Catalog 





| . 
DINIKS 
a ar 


Se 











CANADIAN INVOICES 
75¢ per 100 
500 for $3.25 
Low Rates in Quantities 
BENE’, INC. 


152 Pine St. Providence, R. I. 

















PROVIDENCE: 


Happenings in the New England Territory 


John Sorgwan, of 115 Longfellow St., 
and Earl Goldenberg, of 171 Byfield St., 
have filed statement at City Hall of own- 
ership of the New England Specialty Co., 
171 Byfield St. 


The annual.joint banquet and pre- 
Christmas party of the Outlet Buyers’ 
Club and the Outlet Service Club was 
held Nov. 7 in the ballroom of the Narra- 
gansett Hotel. These two clubs are com- 
posed of members of the firm, adminis- 
trative, executive and sales forces of The 
Outlet Co. here, one of the largest depart- 
ment organizations in New England. 


The manufacturing jewelry and silver- 
ware industries in Rhode Island are en- 
joying the best autumn business since 1929, 
according to the statistics of payroll dis- 
tributions in this State for October, com- 
piled by the Brown Bureau of Business 
Research and announced Nov. 19. The 
month’s payrolls in these industries 
amounted to $1,243,026, which is 13.4 per 
cent larger than those of the preceding 
month and 20.7 per cent greater than 
the October, 1934, wage distribution. Oc- 
tober payroll distributions by all indus- 
tries totaled $14,111,529. This aggregate 
was 16.2 per cent larger than the Octo- 
ber, 1934, payrolls of $12,141,096 and was 
8.5 per cent larger than payrolls of $13,- 
000,250 distributed in September this year. 
September payrolls in Attleboro, the latest 
statistics at hand, exceeded $434,000 in 
the jewelry industry, which. is an increase 
of 20.8 per cent over the similar month 
of last year. The total payrolls for the 
first nine months of this year show an in- 
crease of 13.5 per cent over the same 
period in 1934, 


Five manufacturing jewelry concerns of 
this city, charged with violation of the 
State labor laws, were each fined $20 
and costs by Judge Maurice Robinson in 
Sixth District Court a few days ago, on 
separate charges, and additional charges 
were either discontinued on payment of 
costs, or costs were assessed. The com- 
plaints were brought by State Director 
of Labor L. Metcalfe Walling, who told 
the court that although the violations oc- 
curred during the recent so-called rush 
period of the industry, there was no choice 
but to bring charges of violating the 54- 
hour week law and the 10-hour day law, 
there being no provision for “seasonal” 
extra time. 


Among the representatives of the man- 
ufacturing jewelry industry and its allied 
branches who were active in the annual 
Community Fund Campaign this month 
were: George A. Benker, American Chain 
Jewelry Co.; Fred W. Bopp, Automatic 
Jewelry Chain Co.; Miss Mary C. Capal- 
di, T. S. Bennett Findings Co.; John L. 
Reed. R. L. Griffith & Son Co.; Guy 
Laidlaw, J. A. Foster Co.; Leo Bojar, 
Bojar Co.; Harold R. Barker, Fulford 
Mfg. Co.; George J. Lederer, Providence 
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Stock Co.; Walter S. Lederer, S. & B, 
Lederer Co.; H. A. Goeckel, Pilling Chain 
Co.; Benjamin H. Rossman, A. & Z, 
Chain Co.; Albert C. Osler, Osler Mfg, 
Co.; Benjamin Brier, Brier Mfg. Co.; 

Mrs. L. Allen of O. Kuehner & Co.; : Miss 
Gardiner, D. M. Watkins Co.; Stuart H. 
Swallow, W. H. Coe Mfg. Co.; W. Wig- 
nall, Kestenman Bros. Mfg. Co.; Joseph 
G. Doran, James C. Doran & Sons, Inc.; 
Mrs. Henry Juergens, Juergens Jewelry 
Co., Inc.; Samuel A. Otis, Harvey & Otis, 
Inc.; Miss Ella F. Sparn, Goldstein-Po- 
land Co.; Miss C. O’Rourke, W. & W. 
Jewelry Co.; Miss Gladys M. Briggs, J. 
J. White Mfg. Co.; William A. H. Wells, 
Wells Findings Corporation; Henry G. 
Oxx, A. T. Wall Co.; Edith A. Johnson, 
Frank L. Wilmarth Co.; George A. Arm- 
strong, William C. Greene Co.; Felix A. 
Miranda, Imperial Knife Co.; Albert 
Marcello, Imperial Pearl Co., Inc.; and 
William P. Robinson, the Kinney Co. 








Business Building Sales 
Are the Order of the Day 


The services of this nationally known 
promoter of the highest type of jewelry 
sales (NOT AUCTION) are available. 
My sales are real business builders, 
profitable to you, satisfactory to your 
customers, and add to your clientele. 
Write for unquestionable references of 
leading jewelers. Inquiries held in strict- 
est confidence. 


H. B. EARL 


P. O. Box 126, Station “G” 
New York City 





























UNREDEEMED 


ELGIN and 
WALTHAM 
oe 


7 Puta y vf Size 


$4.00 


(With new White 
Fancy Engraved 
case. ) 


Same in 15-Jewel 
$5.00 


Same in 17-Jewel 
$6.00 


Same in 12 i FTewe cccccce $4.00 
with a beautiful i 15 Jewel pes ee 5.00 
Fancy Silver Dial ye eer 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for December, 1935 























WATCHMAKER - JEWELER - ENGRAVER 
JOHN C. BAIR 
Established 1913 


119 East Chestnut St. 
LANCASTER, PA. 


ALL WORK IS GUARANTEED 














MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 


Engravers, Jewelers 
Write for free book ‘“‘Your Future and Our School.”” 
JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 














Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 


805 Sansom Street Philadelphia 


BYARD F. BROGAN 








We Are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
INGERSOLL PRODUCTS 


JOS. B. BECHTEL & CO., INC. 
729 Sansom St., Philadelphia 


We All orders for these items in the 
Retation as Recetwed 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 


Pa , Broad and Somerset Streets 
Co PHILADELPHIA, PA. 














THIMBLES—TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 





DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


ALFRED HUMBERT & SON 
117 So. 10th St. Philadelphia 
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PHILADELPHIA 


Huberman’s, Inc., formerly in the Vic- 
tory building, 1001 Chestnut St., are now 
in their attractive new store at 109 S. 
11th St. 

William Waples of Williams & Waples, 
727 Sansom St., is now calling on the 
trade in the suburban towns of Philadel- 
phia. 

The Philadelphia Jewelers’ Club held 
a gathering at the new home of the club, 
239 S. Camac St., on Monday evening, 
Nov. 11. 

Mr. and Mrs. Louis Rosenheim of Balti- 
more announce the engagement of their 
daughter, Estelle, to Louis Sickles, Jr., of 
the firm of Louis Sickles, 1015 Chestnut 
St. They will be married on Jan. 1 and 
after a European honeymoon will make 
their home in Baltimore. 

Mrs. Emilie G. Hurlburt, wife of the 
late William H. Hurlburt and mother of 
W. Merritt Hurlburt, passed away Nov. 
13 at her home in Emlen Arms, German- 
town, after a short illness. Funeral ser- 
vices were held in the Church of St. Mar- 
tin’s-in-the-Fields on Nov. 15. Burial was 
in Valley Forge Cemetery. 

William A. Schick, jeweler, 5932 Haver- 
ford Ave., passed away Nov. 16 in the 
Presbyterian Hospital after an illness of 
three months. Mr. Schick, who was in his 
66th year, had been identified with the 
jewelry trade for 50 years. Funeral ser- 
vices were held at the Stroud Funeral 
Parlors on Nov. 19, followed by burial 
in Laurel Hill Cemetery. 

Roy Williams, long associated with the 
International Silver Co., has returned to 
his duties with the concern after under- 
going treatments for several months fol- 
lowing an accident to his knee. Mr. Wil- 
liams slipped and fell on a street car 
track in this city, and while still slightly 
lame is again calling on the trade in 
Philadelphia and other large cities in 
the east. 

Bill Ferguson, Cris Reiss, “Dec” 
Dougherty and Ralph Saunders of the 
Ferguson Jewelry Store, 2358 N. Front 
St., took a trip to Lancaster, Pa., on Nov. 
5 and while there visited the Hamilton 
watch factory. In the afternoon they 
went on up to Harrisburg where they 
visited the State capitol building and 
other points of interest, returning home 
through Hershey and Reading. 

William J. Zeidler, general manager of 
Louis J. Meyer, Inc., 804 Walnut St., died 
of a paralytic stroke on Nov. 17 at his 
home, 6611 N. 13th St. Mr. Zeidler had 
apparently been enjoying excellent health 
and his sudden demise came as a great 
shock to his many friends in the trade. 
He was born in Philadelphia, June 15, 
1889, and had been in the employ of the 
Meyer firm for the past 33 years, having 
entered the business as an apprentice 
when he was 13 years old. Mr. Zeidler 
was a member of Mount Moriah Lodge 
155, F. & A. M., and the Lions Club. He 
was also a director in several building 
and loan associations. Funeral services 
took place from his home, Thursday af- 
ternoon, Nov. 21, and interment was in 
Hillside Cemetery. He is survived by his 
widow, a son and a daughter. 
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Louis J. Meyer 


Regrets to Announce 


the Death of his Associate 


William F. Zeidler 


on November 17th, 1935 


LOUIS J. MEYER, Inc. 
804 Walnut St. Philadelphia 








A PROFITABLE 
XMAS SELLER 





8-DAY ELGIN CLOCKS 


To Retail From $15.00 to $25.00 
SPECIAL CATALOGUE ON REQUEST 


LOUIS SICKLES 


1015 CHESTNUT ST. 
PHILADELPHIA 








Z IRN KILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F. X. ZIRNKILTON = Paitavetena 








COOPER 


INC 
MANUFACTURING JEWELERS 


SPECIAL ORDER 'WORK—REPAIRING 
711 SANSOMST. PHILADELPHIA 














OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 

GOLD FILLED SCRAP 
Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 
Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 


Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 














































WHERE TO BUY 








WOLFSON & GRAU 


Manufacturing Jewelers 
Our Specialty 
Diamono Serre ano Speciat Orver Worx 
Warten ano Jeweray Repainine 


Eneravine ano Carvine of Aut Kinos 
Acso Stampina of Leatner Goons 


416 CLARK BUILDING 


1918 PITTSBURGH, PA. 1935 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successers to Heeren Bros., Company 


140 8TH ST., PITTSBURGH, PA. 








JEWELERS’ SUPPLIES 


DISTRIBUTORS 
of 


Elgin, Waltham, Hamilton, Illinois, How- 
ard, Bulova, & Gruen Genuine Materials. 


V. T. F. Watch Crystals B. B. & K. K. 
Brands—Fancy Crystals. 


Fancy & Round Unbreakable P. B. U. 
Crystaloids. 

MARTIN GLUCK & SONS 
718 Penn Ave. _ Pittsburgh, Pa. 








FOR SPECIAL NEEDS 
WRITE US 


ELGIN AND WALTHAM 


WATCHES 


LA PIERRE 
DRESSERWARE 


1847 ROGERS 
COMMUNITY PLATE 


SETH THOMAS CLOCKS 
KADETTE RADIOS 


PROMPT SERVICE 














THE 
SAMUEL WEINHAUS 
COMPANY 
720-722 PENN AVE., PITTSBURGH, PA. 




















PITTSBURGH: 


R. N. Brown, retail jeweler, Morgan- 
town, W. Va., has recently remodeled his 
store and put in a new front. 


Gustave Engelsman, representing the 
Paul Vallette Watch Co., Inc., New York 
City, called upon local jewelers recently. 


Ray Gaber has returned from Ohio 
where he concluded a successful road 
trip for Martin Gluck & Sons, Penn Ave. 


H. B. Light, head of the H. B. Light 
Co., Clark building, reports that his firm 
anticipates the best Fall business in five 
years. 


Milo R. Williams, Butler, Pa., jeweler, 
who received a broken shoulder in a 
recent automobile accident, is back at 
his place of business. 


Miss Charlotte Louise Reizenstein, 
daughter of Mr. and Mrs. Charles L. 
Reizenstein, was married Nov. 10 to J. J. 
Rosenberg of this city. 


Two prominent retail jewelers of 
Wheeling, W. Va., Harry Bonav and M. 
Zeidman, have both recently remodeled 
their places of business. 


The many friends of P. J. Hershinger, 
of the Samuel Weinhaus Co., Penn Ave., 
will be pleased to know that he is recov- 
ering from a recent illness. 


Harry Tanenbaum and Henry LeVine 
have recently opened a new retail jewelry 
store in Clarksburg, W. Va., which is 
being operated under the name of The 
Rogers Jewelry Co. 


Sol Taper, retail jeweler, Butler, Pa., 
has moved into his new store several 
doors from his old location. The build- 
ing was completely remodeled and a new 
store front was added. 


Lawrence Fiscus held a formal opening 
of his new retail jewelry store at 981 
Fourth Ave., New Kensington, Pa., Satur- 
day, Nov. 9. Mr. Fiscus was formerly 
associated with Koessler Bros. of that 
city. 

Carl A. Muck of Doernberger & Muck, 
Pittsburgh Life building, reports greatly 
improved business. The company is one 
of the oldest manufacturing jewelers in 
Pittsburgh, having succeeded the H. L. 
Ehrhard Co. which was established in 
1901. 


John Mertz, traveling representative 
for the M. Bonn Co., Penn Ave., was 
taken suddenly ill in Buffalo early in No- 
vember. Mr. Mertz was brought back to 
Pittsburgh and is confined to the St. Jos- 
eph’s Hospital on the South Side where 
he is seriously ill with pneumonia. 


Mrs. Martha W. Wattles, the widow 
of W. Warren Wattles, for many years 
identified with the jewelry trade of 
Pittsburgh, died Nov. 1, at her home in 
this city, aged 91 years. Mrs. Wattles 
leaves a daughter, and two sons, Frank, 


(Please turn to page 87) 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








MOUNT VERNON 


American Made Watches 


COMPLETE LINE 
Bracelets Clips 
Earrings Rhinestone 
and Novelty Effects 
Retail $1.00 to $10.00 


LEATHER {ZIPPER 
TRAVELING SETS 
Retail $3.00 to $10.00 
TOILET SETS 


Full Line 
Retail $2.00 to $25.00 
LET US SERVE YOU 


M.BONN CO. 


713 PENN AVE. PITTSBURGH, PA. 























BEAUTY CRAFT . 
JEWELRY 
JEWELRY of DISTINCTION 
DIAMONDS 
RONSON LIGHTERS 
DRESSER SETS 


NEW 7 JEWEL YELLOW WRIST 


NEW HAVEN WATCHES 


LARGEST STOCKS FOR 
IMMEDIATE DELIVERY 


Orders Shipped Promptly 


BIGGARD @& CO. 


INCORPORATED 
CLARK BLDG. PITTSBURGH, PA. 
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Pittsburgh Notes 
(From page 86) 
of Detroit, and Warren Wattles, Jr., of 
this city. 


Dave and Sol Weiss of Grafner Bros., 
Liberty Ave., recently returned from the 
Cleveland and Akron territories, where 
they booked good business. Emanuel 
Grafner is back at work again after an 
extended illness. Dave Weiss reports 
that retail jewelers are all anticipating a 
good Christmas business and they are 
buying larger units than at any time 
since 1930. 


The Terheyden Co., retail jeweler, 
Smithfield St., has instituted a 15 minute 
radio program every Sunday afternoon 
at 4.45 o’clock over station WCAE. The 
program presents a thrilling story en- 
titled “The Pit Diamond” and according 
to reports the company has received fa- 
vorable response from this type of adver- 
tising. Gerald Terheyden, nephew of 
Henry Terheyden, founder of the com- 
pany, is in charge, assisted by Maurice 
W. Rihn and Edwin Blair. 


Mrs. Kitty DeRoy, aged 84, wife of 
Israel DeRoy, founder of one of Pitts- 
burgh’s oldest jewelry firms, died recently 
at her home in the Schenley apartments. 
Born in Philadelphia, Mrs. DeRoy had 
been a resident of Pittsburgh nearly 70 
years. Besides her husband, Mrs. DeRoy 
is survived by two sons, Samuel H. and 
Emanuel I. DeRoy, of S. H. DeRoy & 
Co. of this city, and by two daughters, 
Mrs. A. J. Kempner, Little Rock, Ark., 
and Mrs. Max Michel, New York City. 

a 


Henry Wilkens & Co., credit-jewelers 
of this city, instituted their own radio 
program on Sunday afternoon, Nov. 3, 
from 3 to 4 p. m., in an amateur-hour 
broadcast over Station WJAS and so 
much interest was evinced by the pub- 
lic that the program will be continued 
indefinitely on Sunday afternoons. The 
broadcasts, which are transmitted from 
the stage of the Moose Temple, Penn 
Ave., are in charge of Bernie Armstrong, 
master of ceremonies at the Alvin The- 
atre. Louis Silberman, advertising man 
for the company, is in charge of ar- 
rangements. 


The Wm. J. Kappel Co., large credit 
jeweler, with headquarters in Pittsburgh, 
held a four-day sales convention early 
in November, at the New Yorker Hotel 








SELL AMERICA'S LEADING 
LIQUID SILVER POLISH 


|| Every bottle of 


this fine polish you 

KANTOR'S tomer won, its mi. 

SUNSHINE raculous cleansing 
SILVER 

POLISH 


powers, perfect 





a fast seller. Write 
for prices and 
stock up NOW! 


KLEIN & SON 


Montgomery Ala. 

















safety and simple 

application make it 

THE JEWELERS’ CIRCULAR—KEYSTONE 
for December, 1935 


in New York City. Among those pres- 
ent were the managers from 10 of the 
Busch jewelry stores, which the Kappel 
interests operate in New York, together 
with A. E. Duysters, manager of the 
Howard jewelry store in Buffalo, also a 
Kappel interest, and the following from 
Pittsburgh: William J. Kappel, presi- 
dent; F. J. Cross, advertising manager; 
R. P. Ripper, buyer, and Sam Clarke, col- 
lection manager. 


The Grogan Co., retail jewelers of 
Pittsburgh, threw open their beautiful 
store on Nov. 18 in a public display of the 
Jonker diamond. Although 3500 engraved 
invitations had been mailed to _ cus- 
tomers and friends of the store, the public, 
nevertheless, was permitted to file past 
and view the diamond which rested in a 
burglar-proof and_ shatter-proof glass 
case, along with other Grogan diamonds, 
while heavily-armed Pinkerton detectives 
looked on and surveyed the crowd. 





CINCINNATI 


The central territory office of the Wal- 
tham Watch Co., has been moved from 
the Hardy & Hayes Building, Pittsburgh, 
Pa., to the Keith Building, 525 Walnut 
St., Cincinnati. 


Louis F. E. Hummel, veteran jeweler 
and diamond dealer, has incorporated 
his business for the store at 435 Walnut 
St. Mr. Hummel has been engaged in 
the jewelry profession for nearly half 
a century and applied for a charter to 
incorporate under the name of Louis F. 
E. Hummel, Inc. Those associated with 
him are Annie E., and Louis J. Hummel. 
Capital was given as $30,000. 


Carroll C. Seghers has been appointed 
advertising manager of the Gruen 
Watch Co., with headquarters at Time 
Hill. Mr. Seghers’ first connection with 
the concern was as dealer service man- 
ager and for a limited time held the ad- 
vertising portfolio, When the organiza- 
tion was curtailed he was placed in the 
south Atlantic States where he estab- 
lished an enviable record for sales. The 
announcement by H. R. Haerr, vice- 
president, stated that when the manage- 
ment decided to recreate the position of 
advertising manager Mr. Segher was 
selected. 


Funeral services for Charles Esberger, 
85 years old and a retired jeweler of 
this city, were held Oct. 30. Mr. Es- 
berger died Oct. 27 after a brief illness 
and was buried in Spring Grove Ceme- 
tery. His family moved to this country 
from Germany when he was three years 
old and 54 years ago Mr. Esberger 
opened a jewelry store on Vine St. After 
34 years in this place the store was 
moved southward near 12th St., where 
two sons, Albert and Hubert took over 
the business 10 years ago. Mr. Esberger 
was a member of Hanselmann Lodge, F. 
and A. M., Knights of Pythias and 
Royal Arcanum. He is survived by three 
sons and two daughters. 
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PITTSBURGH 


! Seeks Your Patronage 

















WATCH MATERIALS 
JEWELRY SUPPLIES 
* 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VTF—BB—KK and GS 
Watch Crystals 


LANDAW BROS. 


628 Penn Ave. Pittsburgh, Pa. 



















GOLD and SILVER 


Scrap and Wastes 
PURCHAS‘ED 


Highest cash rates, by assay 
or over the counter. Get 
cash for your scrap promptly. 
This is the only complete 
gold refinery operated in this 
section of the country. 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 


ON-BENSHOFF 





co 


Clark Building 


ANY 


Pittsburgh. Pe 





2 























Chips Polished Out 
Diamonds Reeut 


Wm. F. Schumer & Son, Inc. 
Diamond Cutters 
44 Wiggins Block 
CINCINNATI, OHIO 





Jj 

















EXPERT SALESMAN 


Desires to Represent 


American Watch Distributor, Watch 

Manufacturer, or Jewelry Mannufac- 

turer in Eastern Territory. Large 

following with Department Stores. 

Credit Jewelers, Retailers, ete. Has 

- own New York office and Salesroom. 
Address “C., 3690,” care 

JEWELERS’ CIRCULAR-KEYSTONE 

239 W. 39th St., New York 



































| WHERE TO BUY 1 
; S.KAPPER x 


MANUFACTURERS 


of QUALITY DIAMOND MOUNTINGS 
and WEDDING RINGS 
Expert Diamond Setting Jewelry Repairing 
159 N. State Street Chicago, lll. 


CENTRAL WATCH CO. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 


























tite | SILVERWARE | 22% 


Relined 





Repaired - Rellned 


SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 


Replated 














A. E. Phone: Central 5400 


KRAUSE .- 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 








QUAST & OLSEN 


Manufacturers of Wedding Ringe 
and Mountings 

Send your jewelry repairing, diamond 

, special order work to us. First 

workmanship, prompt service guaranteed. 


S&S Seuth Wabash Ave., Chicage, Ill. 


set. 
clase 








WHEN You THINK OF 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 











OUR WORK COSTS NO 
ORDINARY WORK 


BECKER-HECKMAN CO. 
28 E. Madison St. CHICAGO, ILL. 


1 (ea. VALANCES 
SEAS LANAME AT An tampensive way 
! ct to improve 


Sucomparable 











. CA DISPLAY 
LD i WINDOWS 
: Send Glass Sizes for 
“Tr § : | Samples and Designs. 


Camden Artcraft Co. 
160 N. Wells St. 
CHICAGO 








CHICAGO: 


Jewelry News Flashes from the Great Central West 


Sam Pearlman, Chicago representative 
for Louis Stern & Co., left Oct. 15 for a 
trip to Bermuda where he will recuperate 
for a few weeks. 


Jack Lebow, who has conducted a re- 
tail jewelry business for the past eight 
years at 314 S. Clark St., is now located 
at 36 S. State St. 


Henry C. Smith, who has conducted a 
retail jewelry business in Miles City, 
Mont., for the past 40 years, spent a day 
in Chicago last month enroute home from 
a visit with his son in Philadelphia. 


W. Smith, of the Smith Jewelry Co., 
spent several days in Chicago recently 
rounding out his stock for the holidays 
and stated that prospects for a good busi- 
ness are excellent in his part of the 
country. 


Lucius W. Woodruff, for many years 
in charge of the silverware and jewelry 
department of Marshall Field & Co. re- 
tail store, is now associated with Man- 
gins, Inc., San Francisco, and other 
Pacific Coast cities. 


Miss Alfreda Fauerbach, manager of 
the silver department of O. M. Nelson & 
Son, Madison, Wis., visited friends in 
the trade here last month enroute to 
Tennessee where she visited her sister 
and spent a short vacation. 


The Gmelich & Schmidt Jewelry Co., 
Boonville, Mo., received many congratu- 
lations: from members of the trade in 
Chicago during October upon the occa- 
sion of their 75th anniversary celebra- 


| tion during that month. 


B. C. Allen of Benjamin Allen & Co., 
spent several days in New York on busi- 
ness last month and met Mrs. Allen who 
was returning home from England where 
she spent several months with her two 
daughters who reside there. 


R. E. Kehl, vice-president of F. H. Noble 
& Co, recently returned from a seven 
week’s vacation trip. He went from here 
to New York, thence by boat through the 
Panama Canal to Los Angeles. He visited 
the fair at San Diego, and returning 
home stopped at the Grand Canyon. 


Emil Noel, 29 E. Madison St., and Mrs. 
Noel returned last month from Basin, 
Wyo., near which place they met with a 
serious automobile accident in July while 
touring the West. Mr. Noel has nearly 
recovered but Mrs. Noel is still confined 
to her home from the injuries she re- 
ceived. 


George W. Bleecker, aged 68, Chicago 
manager for the Martin Copeland Co., 
died here suddenly on Nov. 5. For more 
than 37 years Mr. Bleecker had been as- 
sociated with the Chicago office and for 
years called on the trade throughout the 
central States where he was well known 
and highly regarded. He joined this or- 
ganization in New York in January, 1886. 
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Billy Lamb, vice-president of the 
George H. Fuller & Son Co., Pawtucket, 
optimistic goodwill ambassador, arrived 
in Chicago a few weeks ago after a trip 
through Canada, and spent several weeks 
at the Chicago office and visiting old 
friends here. From here he left for a 
trip to the Pacific Coast. 


Because of increased business Paul 
Rosenberg, wholesaler of reconditioned 
watches, enlarged his quarters on the 12th 
floor of the Mallers Building last month. 
He now has nearly double the amount of 
space he previously occupied. Several ad- 
ditional watchmakers have been employed 
and Milton Lopatin has joined the travel- 
ing force in the mid-west territory. 


Chicago goes permanently on daylight 
saving time beginning March 1, 1936. 


(Please turn to page 89) 





RING TRAYS 
for SHOW CASES 


Now is the time to replace your old 
trays with new ones. 


“METAL FRAME TRAYS” 


Do your Trays have that worn appear- 
ance? Let us replace “NEW IN- 
SERS” for them. 


Prices quoted upon application. 


WESTERN TRAY & CASE COMPANY 
“WESTRAY”’ 


Est. 1864 423-27 Plum St., Cincinnati, Ohio 




















3343% SAVING 
to jewelers on their 
FIRE INSURANCE 
since 1914. 
Insure Store—Stock—Dwellings 


Your employees can insure also. 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 














SANDSTEEL 
QUALITY MAINSPRINGS 


The belief is widespread that—any kind of main- 
spring will do for Swiss Bracelet watches.—Quite 
the opposite is true. Such watches need 


EXCEPTIONALLY GOOD MAINSPRINGS 


in order to run and Keep Time for one whole year. 
Use Sandsteel, Crosscurved Mainsprings for best 
results. They have more and lasting power. Made in 
all sizes. Demand them of your jobber. 


Made in U. S. A. By 


WATCH-MOTOR MAINSPRING CO., Inc. 
145 Hudson St. New York City 
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Chicago Notes 
(From page 88) 


Mayor Kelly signed the ordinance, which 
had previously been passed almost unani- 
mously by the city council on Nov. 14. 
Under this arrangement Chicago will op- 
erate on the same time as New York and 


eastern cities except during the Summer 


months when the latter cities have day- 
light saving. 


At the regular monthly meeting of the 


West Side Retail Jewelers Association 


held at Vince’s Hall, 2301 S. 56th St. 
Cicero, on Nov. 8, the officers elected at 
the previous meeting were installed and 
routine business transacted. The new 
officers are, President, Dr. J. J. Breunig, 
Oak Park; vice-president, A. Harlev, 
Chicago; chairman of the _ executive 
board, R. E. Simpson, Cicero. 


Frank J. VanderZander, who has been 
associated in business with his father at 
Green Bay, Wis., for many years re- 
cently purchased the Fehrs Jewelry Store 
at Manitowoc, Wis., and will operate as 
Fehrs, Frank J. VanderZander, successor. 
This business was established in 1855 by 
the father of Gustave Fehrs, who will 
now devote his entire time to the prac- 
tice of optometry. 


On Nov. 27 the Towne Room of the 
Knickerbocker Hotel was the scene of 
one of the most enjoyable affairs ever 
participated in by members of the trade 
and their friends, at which time members 
of the Benjamin Allen & Co. Athletic 
Association entertained 300 guests at a 
dance. During an intermission early in 
the evening a cabaret entertainment was 
presented by Eddie Loftus, who also 
favored with two solos. The midnight 
show was given shortly after 12 o’clock 





SILVERTONE POLISH 


A liquid that is harmless to hands, health, or 
Silverware. No washing necessary before or 
after using. Free Sample will tell its own story. 
Address Silvertone 
1215 E. Republic St., Peoria, Ill. 








; YOUR GUARANTEE OF HIGHEST QUALITY 


DIAL REFINISHING 


FOUR OFFICES TO SERVE YOU 


Allen Bidg. Seaboard Bidg. Heyworth Bidg. 
Dallas, Tex. Seattle, Was hicago, III. 
Metropolitan Bidg., Los Angeles, Cal. 














Where to Buy 


DOMESTIC 
China and Glass 








LENOX CHINA 


under the direction of the master of cere- 
monies, “Bill” McGreevy. Many hand- 
some prizes were awarded including a 
diamond ring. Patrons of the affair 
were B. C. Allen, Bert Hopper and John 
G. Leiner. 


Swartz & Co., repairers and platers, 
located in the Silversmith building at 
10 S. Wabash Ave., announce that a 
complete equipment has been installed in 
their plant for “Rhodanizing,” a process 
patented by Baker & Co. of Newark, N. J. 
This is the first and only plant licensed 
to do this work this side of the Alle- 
gheny mountains. Displays of silver so 
treated by Swartz & Co. are being shown 
in some of the leading jewelry stores of 
the city. 


Frederick M. Gottlieb & Co., diamond 
importers, moved into their new suite of 
offices on the 12th floor of the Pittsfield 
Building early in November and extended 
invitations to all their friends to attend 
“open house” on the 11th, when a gen- 
eral reception was held in the elegantly 
appointed suite and lunch and refresh- 
ments were served in an adjoining room. 
During the day good wishers called to 
admire the beautiful rooms and congratu- 
late Mr. Gottlieb. Each room has its 
individual treatment of decoration, all of 
which is climaxed in the private office of 
Mr. Gottlieb. The desk and all furnish- 
ings of this room were custom made to 
match and harmonize with the trim and 
decorations. This is perhaps one of the 
handsomest and most modern suite of 
rooms in the trade. 


Window smashing bandits played a 
successful return engagement at Pea- 
cock’s early on the morning of Nov. 7 
when they secured about $700 worth of 
old gold. One bandit guarded a cab 
driver parked nearby while the other two 
smashed the window and placed the old 
gold in a canvas bag. It is thought 
the men are a part of a gang that has 
secured about $500,000 from loop win- 
dows in the past three years. On Oct. 
27 three men smashed a window on the 
Monroe St. side of the store and secured 
about $1,500 worth of silver and jewelry. 
On this occasion they were surprised by 
a private watchman from across the 
street and before he could draw his re- 
volver was shot and seriously wounded 
by one of the bandits using a sawed off 
shot gun. The watchman at Peacock’s 
was on the second floor and fired at the 
bandits as they made their escape. 





Canadian Agency Transferred to 
Newly Incorporated Concern 


MontTreaL, Nov. 6—The Canadian 
agency of Mappin & Webb, Ltd., formerly 
held by Mappin & Webb (Canada) Ltd., 
has been transferred to Mappin’s Ltd., 
a newly incorporated Canadian concern. 
The new company has taken over the 





Where to Buy 
IMPORTED 
China and Glass 








ROYAL CAULDON and COALPORT 
China and Earthenware 
ROYAL CROWN DERBY CHINA 


Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 
EDWARD BOOTE 822 Wout: 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 


FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New ork, N. ¥. 





FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Imp * 


J. H. VENON, Ine. wey avt 


NEw YORK 


THEODORE HAVILAND 
FINE E oume wy eeseren 
JOHN MADDOCK & “Sons 
English Earthenware 
“oat QUIMPERWARE” 
All in New York Sto 


THEODORE BeviLane & CO., Inc. 
26 W. 23rd S New York 


ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 


L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDQ@WOOD 
Josiah Wedgwood & Sons, Inc 
162 Fifth Avenue, New York City 


ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original preduction 


WM. 8S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


Rowe, 


romem the World Over 
lable from New York Stocks 
ROSENTHAL CHINA CORP., 149 5th Ave., New York 



































CHINA AND GLASSWARE 


SERVICE PLATES i f Mappin & Webb (Canad 
So DINNERWARE Praia ote Caterina Sc. W. | ESPECIALLY FOR Menus 
NOVELTIES Mappin’s Ltd., acording to Kenneth et 0S ee ie: Great 


Made in Americe 


LENOX 
LENOX, INC. Trenton, N. J. 


Mappin, president, will occupy these 
quarters until such time as removal to 
another uptown location is convenient. 


Wire your urgent orders. 


PAUL A. STRAUB & CO., Ine. 














Importers. 105-107 Fifth Ave., New York 
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Go After Old Gold 








INFORM PEOPLE WHO PASS that 
you buy obsolete jewelry, old gold, 
silver, filled and plated. 


You frequently circularize your 
trade or use various methods to 
bring them into your store. 


OLD GOLD 


provides the opportunity to render 
a service that is appreciated, make 
a profit and incidentally, show them 
your new line of jewelry. 


~ 


WE WILL GLADLY 
SEND HELPFUL SUGGESTIONS 


Write 
se * wd pt 
DEE<:CO. 
PRECIOUS METALS 


Seri NERS >) 6 6MANUFACTIRE RS 
SS East WASHINGTON STREET CHICAGO, ILLINOIS. 
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“I Have Confidence in 


-HAGSTOZ" 


"As far back as when my father founded 
our jewelry business in the 90's Hagstoz 
was paying us full value for our old 
precious metals. | continue to sénd all 
our scrap to Hagstoz because | know an 
honest return will be made as soon as 
an accurate determination can be made. 
Our confidence in Hagstoz has 
meant cash in our till." 


Hagstoz BUYS 
GOLD—SILVER—PLATINUM 


or any material in which these metals 
are contained. 












T. B. 
HAGSTOZ 
(Arthur T. Hagstoz) & SON 
Refiners & Assayers 
709 SANSOM ST. 
PHILADELPHIA 


37 Years of Refining Service 














YOUR NEW YORK 
Headquarters 


You pay no premium to enjoy 
the full comfort and luxury of 
the famous Hotel Lexington. 


That’s why men and women 


Ldtttl 
PVTHAI 


of the jewelry industry select 
this hotel as their headquarters. 
Pleasant, airy rooms. Both tub 
and shower baths. Circulating 
ice water. Full length mirror. 
Bedside and dresser lamps. Radio. Unexcelled service and 
courtesy, four popular-priced restaurants, famous orchestras 
play nightly in the Silver Grill and the handiest location in 
New York...Only 3 blocks from Grand Central Station. 
Single rooms as low as $3 a day, double rooms $4 and up. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVENUE +- NEW YORE 
Charles E. Rochester; Manager - 
Directed by National Hotel Management Co., Inc. - Ralph 


Hitz, President. Hotels Book-Cadillac, Detroit: Netherland 
Plaza, Cincinnati; Adolphus, Dallas: Van Cleve, Dayton 
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An Early Chronometer by John Arnold 


By MAJOR PAUL M. CHAMBERLAIN 





N the early part of 1923 I made a trip from Chicago to 
New York to speak before a meeting of the “Horolog- 
ical Institute of America” and at that meeting met A. C. 
Fox, then chronometer maker for John Bliss & Co., at 
128 Front St., New York. The next day Mr. Fox 
showed me some curious examples of middle temperature 
error correctives which he had collected and incidentally 
an old chronometer which had been taken in by the firm 
longer ago than living man’s memory. I was fortunate in 
being able to buy it and now take pleasure in illustrating 
and describing it. 

Tt will be remembered that John Arnold (1736-1799) 
was one of the two men (the other, Earnshaw) who 
brought the English marine chronometer to a high state 
of perfection. His father was a watchmaker and taught 
his son, who broke his apprentice indenture by running 
away from home to Holland. 

In 1770 he submitted a chronometer to the Board of 
Longitude. His trials and successes are set forth very 
vividly by Commander Gould in his “Marine Chronom- 
eter.” In 1776 he patented the cylindrical hair spring, 
though it had been used by others before this time. His 
first compensation balance, which pushed two weights 
outward by the action of a bimetal spiral, was made in 
1773. Another form pushes weights out by two bimetal 
strips on either side of the balance arm. The “S” form 
used on the chronometer here described is set by Com- 
mander Gould between 1779 and 1782. 

There are certain points about this chronometer under 
consideration which might point to an earlier period than 
his No. 3, made in 1770, but the presence of the cylin- 
drical spring and “S”-shaped compensation piece would 
preclude this early date unless it was an experimental 
piece and antedated his patents by a considerable period. 
Arnold’s work was notable for the beauty of execution. 
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The half quarter repeater which he made for King 
George III in 1764 was a marvel of workmanship, being 
about half an inch in diameter, set in a ring, ruby cylinder 
and a good timekeeper. 

Such others of his chronometers as I have examined are 





Figure No. 1—Exterior of black walnut box encasing the movement. 

Winding is effected through a sliding shutter at the back. Com- 

plaints have been known to have been made that this ineffective 
closing permitted spiders to crawl in and stop the action. 


splendidly finished, but this one, which has no number 
and has his name only on the dial, has every appearance 
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SWEEPS 


FILINGS 
POLISHINGS 
SETTLINGS 
CRUCIBLES 
SOLUTIONS 


REFINED 
ACCURATELY 


We Sell 
FINE GOLD . . SOLDERS 
KARAT GOLDS . . SILVER 
SHOT . . and various forms 
of GOLD — SILVER and 














PLATINUM 
GOLD SCRAP 
purchased 
ee QE wy Ft ee a : by 
te our melting room and laboratory to be assayed. estimate or assay 
E A © T E = SMELTING & REFINING CORP. —s Immediate cash 
107-109 W. Brookline St. Boston, Massachusetts - payment 












































BELLEVUE STRATFORD 


CLAUDE H. BENNETT, General Manager 





























































































































| In the heart of 

~ ) Philadelphia... 
NOW du Prompt socially, com- 
is the time | ) Payment mercially and 
to mail us your scrap geographically. 


: Rates begin at 
Decide now to convert your accumulation $3.50 


of sweepings and old jewelry into ready 
cash. Our methods of assaying are accurate 
and our check will be mailed to you prompt- 
ly. Collect your old gold today and mail it to 


SPY CO iennine co. 


55 South Third St. Minneapolis, Minn. 








Booking Offices 
New York: 11 W. 42nd St. 
Longacre 5-4500 


Pittsburgh: Standard Life Bldg. 
Court 1488 
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of being the work of a man anxious to get his ideas 
embodied in brass and steel and done quickly. 

The bimetal “S’-shaped compensation pieces are very 
crudely made and the solid steel balance appears never to 
have been polished. The planting of the spring barrel 
shows a move outward from what may have been its 
original location, apparently to enable using a larger one. 


The cylindrical balance spring, which has but three and. 


a fraction coils, has a terminal curve only at the lower end. 

The enclosing box is of walnut, 6% x 6% x 3¥Y, with 
dovetailed corners. The winding is through a sliding 
shutter at the back. 

The beat is as in the modern chronometer, two to the 
second. 

The balance staff runs in jewels with diamond cap 
stones. The “drop” in the escapement is excessive and 
could never have been much less with the planting of the 
centers. 

The heat and cold compensating device is too crudely 
made ever to have been at all effective. 

My theory for such a piece ever leaving Arnold’s hands 
is that it was an experimental piece which may have been 
concealed in his shop for years and in some emergency it 
was given to a sea captain who took the first opportunity 
to trade it in for a reliable piece. 


Figure No. 3—Details of Escapement—Two piece detent pivoted at C 
and carrying passing spring D. The steel locking corner B locks the 
tooth A and is held by the return spring G. The unlocking stone E is 
pressing on passing spring D beginning the unlocking. The detent B is 
in full depth limited by adjustable stop H. The elevation of parts is 
shown at center of drawing. Below: The tooth A has been unlocked and 
impulse is being delivered. At E the unlocking stone is about to drop 
the passing spring, with impulse more than half completed. The 
outside radius of balance rim is 13/32. 








. ¢ ay 


Figure No. 2—View of exposed movement. The “S” shaped bimetal 
piece fastened at the end nearest the rim will, on increase in 
temperature, draw in the wire attached to the other end carrying 
a weight in the foreground, outside the rim. Timing screws are 
at ends of the cross arm of the solid steel balance. The cylindrical 
balance spring of three and a fraction coils has a curved inner 
lower terminal. The upper end is clamped in a foot clamp having 
universal adjustments to leave balance spring without any initial 
strain. 
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Drawn from the 
original by 
W. W. McWilliams. 
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‘SILICOSIS IS INCURABLE— * 
(LUNG DISEASE) A MORTAL ENEMY??{ 


—says High Insurance Authority. 


Don’t wait a minute longer than is necessary when 
the question of your health is involved. 

A little dust is sneaking into your lungs daily—whether 
you do the polishing personally or not, is not the point— 
if you are in the room or near the room where polishing 
is done, then you get this dust into your lungs. PRE- 
VENT IT WITH 





LEIMAN BROS. PATENTED 
POLISHING 
DUST COLLECTOR 


Ww WITH ELECTRIC 
N E ia) a HEAD 
MOD EL WITH MANY wut IMPROVEMENTS 
These outfits are just what boards of health, labor de- 
partments and others charged with responsibility for the 
health of workers have always advocated—To the pro- 


pone they cost little, less than what you spend daily 
or car fare, or a cigar, or any other trifle. 


They make a neat and clean workroom possible and they 
save precious metallic particles in the dust that may be 
refined, paying for the machine over and over again each 
year. 


LEIMAN BROS., INC. 


138 Christie St., Newark, N. J. 
LEIMAN BROS. New York Corporation, 23 Walker St. 
MAKERS OF GOOD MACHINERY FOR 45 YEARS 


LOUIS COLMES TAT rr 7 : E TT 
THE JEWELERS’ 


AUCTIONEER 
1235 6TH AVE. 


NEW YORK CITY ttt N a YO = CITY 


PAST PERFORMANCES 





























SPEAK FOR THEMSELVES This modern, 26 story hotel—in the very center of 
We not alone raise you immediate Times Square—always attracts a goodly number of 
a cchenteain att a aur a executives in the jewelry trade. When you come to 
you Gey. New York, you’re bound to enjoy your stay at the 
No sale too large or too small. Pi ill H ra 
All Correspondence Treated iccadilly. ere, business becomes a pleasure and 

Strictly Confidential Pleasure Becomes A Business. Reason: 


Within 4 minutes’ ——— of “Radio City,” 69 
theatres, Madison Soues Garden and—the 
jewelry district! Finely furnished rooms with 
all up-to-the-minute conveniences (including 60- 
watt bathroom bulbs—great when shaving!) 
Rates as low as: 


2... 











WRITE or WIRE ag AR 








“THE PATHWAY TO SUCCESS” 


(Please write for reservations to insure 
choice accommodations.) 


2+ eeee 2 








WATCHWORK STONE SETTING 3 
JEWELRY ENGRAVING 33 | L b H [} | LL 
BRADLEY POLYTECHNIC INSTITUTE ‘an 
SCHOOL OF HOROLOGY ry een SET wT EI 
Dept. C ; Peoria, Ill. \ S 7 ) MANA Ags f 
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WORKSHOP NOVES & QUERIES. 


OLDERING STEEL CASES.—How can we hard 
solder joints and lugs on steel watch cases? We tried 
everything but just can’t do the job. We cannot even get 
solder from our material house. Do you know where we 
can get solder and what kind of flux to use? (Question 


No. 4974.) F. H. 


Answer—Stainless steel watch cases contain a very 
large percentage of Chromium. We have no information 
in regard to hard soldering Chromium and do not believe 
that it can be done. ; 


LEANING FLASK.—We have a silver plated whis- 

key flask brought in to us with the interior corroded. 
Our customer wants the corrosion removed. We have 
tried boiling it out with water, ammonia, and washing 
powder but have had no result. We would appreciate 
very much if you could give us some information as to 
how we might be able to remove the corrosion from the 
interior of this flask. The flask is made of white metal 


silver plate. (Question No. 4975.) B. J. Co. 


Answer—We would suggest that you place an ounce 
or two of lead shot in the flask, then fill the flask about 
half full with water with the addition of a small amount 
of alcohol. If you will then shake the flask vigorously for 
a time, you may be able to remove practically all of the 
corrosion. Rinse thoroughly with hot water when you 
feel that the corrosion has been removed. Steel balls, such 
as are used in bearings, will give a finer and smoother fin- 
ish than the lead shot. Many small metal parts are fin- 
ished in this manner in tumbling barrels. This method 
consists of placing the metal parts in the barrel with a 
soapy solution and tumbling for one to three hours, which 
produces a fairly smooth bright finish on the metal parts. 


TRIPPING SOLUTION.—We would like to know 
if there is a formula for white gold stripping solution 
that strips white? If so, we would be very grateful to 
you if you would send us the formula. (Question No. 


4976.) I. L. & S. 


Answer—We are not aware of any formula that will 
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answer you: requirements. All stripping solutions that 
we have ever used were made for removing the base 
metals and leaving the precious metals clean on the surface 
and in suitable condition for polishing. Most of these 
solutions are alkaline and are used with the electric cur- 
rent. Obviously they will remove the base metals in pref- 
erence to the precious metals, especially when the former 
predominate. 


AROMETER—I have a fine barometer, but find 
difficulty in using it to forecast weather conditions. 
How should the figures on the dial be understood in do- 
ing this? Often what it seems to indicate does not hap- 
pen. (Question No. 4977.) M. L. B. 
Answer—lIn reading a barometer, the indications of 
its dial are apt to be misleading unless one has a pretty 
thorough understanding of principles that are not ap- 
parent just by looking at the dial. It might be put this 
way: The barometer is a tool to work with, but having 
the tool in hand is not sufficient for doing the job; it is 
necessary besides to have knowlede and skill in using the 
tool. The best suggestion we can make is that you obtain 
and study a booklet entitled “Weather,” published by 
the Taylor Instrument Co., Rochester, N. Y., which 
your bookseller can get for you, or you could buy it 
directly from the publisher named. This will furnish 
you with the necessary knowledge; the rest will be to 
gain experience through practice in observing together 
the dial of the barometer and the changes in the weather. 
These are not the same at all places; the book will ex- 
plain how to use the barometer under your own local 
conditions. 


HELF CLOCK—I have a shelf clock made by Birge 
& Fuller, Bristol, Conn., that I have been told is 
nearly 150 years old, and very valuable. Can you give 
me the facts about its makers, its age and its value? 
(Question No. 4978.) H. W. B. 
Answer—The senior partner in the firm that made 
your clock was John Birge, who was born in Torrington, 
Conn., in 1785. Birge learned the trade of carpentry; 
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he moved to Bristol in about 1810 and entered into the 
business of making wagons. Then he started the making 
of cases for the clocks that were beginning to be the great 
industry of Bristol—clocks with wooden movements. 
Prospering in this case-making business, he next went into 
making complete clocks, movements and cases. Like so 
many of the Yankee clockmakers, his history shows that 
he formed a number of different partnerships during a 
short period of time; he was the leading man in several 
firms at the same time. The partnership Birge & Fuller 
existed between 1830 and 1835. John Birge was a 
soldier in the war of 1812, and became one of the leading 
citizens of Bristol; he died in 1862. 

From the above, you can see that your clock is about 
100 years old. As to its value, we are obliged to say that 
you perhaps have an exaggerated idea. Clocks such as 
this are not very rare; there are many of them in ex- 
istence. ‘The market for antiques of all kinds is still 
affected by the depression. After recovery has become 
well established, the prices for old clocks will, of course, 
rise. Until that occurs, it is unwise to sell antiques if not 
necessary to do so. The actual sale or offer of a price for 
a clock is what determines its value. 


ATCH HANDS—I have a watch here for repairs 
on which the minute hand and the second hand do 
not travel together; the minute hand gets behind the sec- 
ond hand after the watch has run for a few hours. The 
watch seems to be in good order, with no slippage in the 
dial train. (Question No. 4979.) J. W. A. 
Answer—The usual cause of the trouble you describe 
is insufficient friction either of cannon pinion on center 
staff, or between center pinion and wheel. We suggest 
that you first go over this again, and see if you might 
have overlooked this matter of friction. If this proves 
to be sufficient, then see whether the dial might be out 
of center. Sometimes bent dial-feet throw the centers of 
travel of the hands out of true with the minute and sec- 
ond circles of these dials. Not only will this in itself 
cause a divergence in the readings of minutes and seconds; 
but if the side of the center hole in the dial presses on the 
hour wheel pipe, that could slow the dial-train in its 
motion, even when a test of cannon pinion made without 
the dial on would indicate sufficient friction to move the 
dial train. 


TAINLESS STEEL—How can the “stainless steel,” 
that is so much used nowadays for watch bracelets, be 
hard-soldered? We know that it can be soft-soldered 
easily, but have not been successful in doing a strong, 
clean job with hard solder. 

Answer—While for soft-soldering stainless steels the 
same materials may be used as for work on other metals, 
and used in the old way, for hard-soldering these new 
metals special solder must be used; and a special solution 


should be used for the pickling operation that should 


follow soldering. Buy some Handy & Harman steel 
solder from The Hadley Co., Providence, R. I.; or simi- 
lar type solder may be obtained of your supply house. 
Use this in the ordinary manner, with the zinc chloride 
flux commonly used for soft-soldering, instead of the 
borax usually employed in hard-soldering. After solder- 
ing, the work should be immersed in a pickle made of 
2 quarts water, 4%4 ounces nitric acid, 34 ounce hydro- 
fluoric acid. We suggest having this pickle solution made 
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up by your druggist ; hydrofluoric acid is very dangerous 
to handle; more so than any other acid, and experience 
is advisable for safety. An earthenware vessel should be 
used to hold this pickle solution; it is apt to eat through 
anything else. 





Horological Institute of America Certifies 
Watchmakers 
WasuinctTon, D. C., Nov. 12.—At a meeting of the 
examining board of the Horological Institute of America 
held here today, watchmakers’ certificates were granted to 
the following men: 


CERTIFIED WATCHMAKER 





NAME EMPLOYED BY ADDRESS 
Morris Klein .......se0e Jacques LeRoy ........... New York 
Edward H. Kohl........ Jacques LeRoy ........... New York 
Alvin J. LaetSecsccocvcs By nccidtavus cubeece cs Akron, Ohio 
Barney Silver .......e0. WES cctvncdecuanteteannd Philadelphia, Pa 

Junior WATCHMAKER 
Riley H. Atkinson....... Ee. Me GUMS csedanaaene nid, Okla. 
Repest PB. Haré.ccccccce Student at Bowman School. . Hornell, N. Y 
Robert W. Mintmier..... Student at Bradley Inst... .. Peoria, Ill. 
Carl BE. Nelsom..ccccccce Student at Bradley Inst... .. Peoria, Ill. 
Lester W. Patterson..... WE. acti ceaasccéncnawenn Ringwood, Okla 
Edward Herman Richter..Student at Elgin School.. — Ala. 


Boyd L. Ruhlman....... Self 
The following are offered as samples of the ieniiiae 
asked in the written examinations: 


CERTIFIED WATCHMAKER 


1. Explain what is meant by the term “equidistant es- 
capement.” 

2. If you were rating a watch to positions, and the 
watch showed a rate dial up 10 seconds slow, dial down 
10 seconds slow, and pendant up O.K., what adjustments 
would you make to bring all three positions rates the same? 

3. What advantage has a watch equipped with an Elin- 
var hairspring over a watch equipped with an ordinary 
hairspring? 

JUNIOR. WATCHMAKER 


1. Name three reasons that would cause a watch to stop 
when lying in the dial-up positions which would not pre- 
vent it from running in any other position. 

- 2. Explain fully what parts of a weer you oil and what 
parts you do not oil. 

3. What is meant by a compensating balance wheel ? 

‘The next meeting of the examining board will be held 
the first week in January. All completed work must be in 
for test by Dec. 15 to be ready for this meeting. 





Master Watchmakers of Colorado Convene 


Denver, Coto., Nov. 11—The Master Watchmakers 
Association of Colorado elected officers and transacted 
other business at the third annual convention held here 
yesterday in the Albany Hotel. During the session the 
members voted to affiliate with the United Horological 
Association of America, Inc., and to place the program 
of the national organization into operation in the State. 

The officers selected include: President, Wolf C. Han- 
sen ; vice-presidents, W. M. Bloxham, Fred Weiss, L. A. 
Crosbey, A. J. Bradley, G. T. Wilson and C. W. Hodg- 
son; general State secretary, O. R. Hagans, and treas- 
urer, A. E. Beebe. 

Among the speakers were W. H. Samelius, director of 
the Elgin National Watchmakers College and chairman 
of the National Technical Board of the U.-H. A. of A., 
and R. D. Montgomery, chief time inspector of the Santa 
Fe Railroad. 
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Situations Wanted. 


Under this heading, 75c. for first 25 
Se. for each additional word; 
minimum charge, 75c. 








BOOKKEEPER, TYPIST, 12 years’ ex- 
perience, capable taking complete 
charge. Address “A., 3606," care Jewel- 
ers’ Circular-Keystone. 


STENOGRAPHERS, BOOKKEEPERS, 
sts, = a no charge. 
Iton ncy, as " : 

7392, New York. a 


WANTED, POSITION as watchmaker: 
five years of working experience: 24 
years of age. Address “M., 3704,” care 
Jewelers’ Circular-Keystone. 


VARIED EXPERIENCE in jewelry and 
diamond trade, bookkeeper, part or full 
time; Christian. Leonie Meinz, 2177 
Bedford Ave., Brooklyn, N. Y. 


JEWELER WANTS POSITION on plat- 
inum and gold; first class man, 28 
years’ experience; also diamond setting 
on small work. Address “M., 3649,” 
care Jewelers’ Circular-Keystone. 


COMMUNICATE NOW if you will have 
an opening for a capable retail sales- 
man after January 1; age 30. single; 
salary to start $40. Address “K., 3641,” 
care Jewelers’ Circular-Keystone. 

















WATCHMAKER, 36 years old, 16 years’ 


experience at railroad inspection and 
wrist watches, would like permanent 
position; will start at $35. Address 


“L., 3669,” care Jewelers’ Circular-Key- 


stone. 





‘ALL ROUND JEWELER, repairing, new 


work and stone setting, do some en- 
graving, wishes permanent position in 
East in January; 18 years’ experience ; 
best reference. Address “V., 3550,” care 
Jewelers’ Circular-Keystone. 





FIRST CLASS WATCHMAKER, avail- 


able in January; 20 years’ good experi- 
ence; clean habits; understand the fine 
points of close timing; references. Ad- 
dress ‘‘F., 3695,’’ care Jewelers’ Circular- 
Keystone. 





VALUABLE COMBINATION; salesman, 


repair estimator, appraiser, window 
trimmer; valuable man to the right 
party; young man, single but settled. 
Address “P., 3674,” care Jewelers’ Cir- 
cular-Keystone. 





EXPERT watchmaker, engraver, sales- 


man, 25 years’ experience; I have very 
exceptional endorsements; will you look 
at these before hiring help? Address 
“X., 3684,” care Jewelers’ Circular- 
Keystone. 





EXPERT WATCHMAKER, 18 years’ ex- 


perience, age 36, experienced jewelry 
repairer, including engraving, setting; 
retail store preferred, anywhere; rea- 
sonable salary. Address “M., 3670,” 
care Jewelers’ Circular-Keystone. 





JEWELER, SETTER, platinum worker, 


young man, 15 years’ experience, mar- 
ried, can take in and estimate work; 
best of references; South preferred. 
Address “Z., 3559,’ care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, 20 years’ experience, 


capable of taking entire charge, also 
experienced jewelry salesman, wants 
permanent position, South or South- 
west. Address “Circular, 1128,” Room 
1205, Heyworth Building, Chicago. 





SALESMAN, having long experience with 


department store buyers, retail jewelers, 
Middle West territory, would like to 
connect with a manufacturer. Address 
“Reliable, 3636,” care Jewelers’ Circular- 
Keystone. 





SALESMAN, road, single, gentile, 35, 5 


years last firm; excellent trade reputa- 
tion as producer; well recommended; 
West, East and South; retailers and 
jobbers. Address “O., 3650,” care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER, 18 years’ experience, 


bracelet and baguette watches, light 
jewelry and clock repairing, estimate ; 
references; permanent; married, age 
_ Earl Kirmse, 1626 Central, Dubuque, 
owa. 





SALESMAN, long experience with de- 


partment stores, retail jewelers, Middle 
West territory, would like to connect 
with reliable progressive manufacturer ; 
travel by car. Address “A., 3709,” care 
Jewelers’ Circular-Keystone. 





STENOGRAPHER AND TYPIST, some 


experience, high school graduate, will- 
ing worker, neat appearance; salary no 
object. Anna Schleifer, 4310 3rd_Ave., 
| ng N. Y. Telephone, Sunset 





YOUNG LADY, ten years’ experience, gold 


and platinum manufacturing jewelers, 
full charge factory office, knowledge of 
all office detail work, executive ability. 
Address “F., 3625,’’ care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, nine years’ experience, 
good references, single; will go any- 
where; moderate salary; state wages 
in first letter. Address “F., 3665,” care 
Jewelers’ Circular-Keystone. 


WATCHMAKER desires position; hard 
worker, best references; South pre- 
ferred, or Middle West; salary $15 per 
week to start. Address “‘B., 3631,’ care 
Jewelers’ Circular-Keystone. 


WATCHMAKER, 30 years’ experience, 
desires position in the South, retail 
store; willing to assist waiting on trade 
and do clock work. “Jeweler,’’ Mechanic 
Falls, Maine. 


YOUNG LADY, bookkeeper, stenographer, 
ten years’ executive experience jewelry 
and watch trade; complete charge, cor- 
respondence, collections. Address “D., 
3618,” care Jewelers’ Circular-Keystone. 











HUB AND DIE CUTTER, 25 years’ ex- 


perience, High School, fraternal and 
badge work; 10 years’ experience with 
Deckel and Gorton machines, operating 
patterns, etc.; capable of taking 
charge. Address “C., 3482,” care Jewel- 
ers’ Circular-Keystone. 





EXPERT manufacturing jeweler and set- 


ter; capable making ffine platinum 
jewelry from designing through finish- 
ing; young, married man; 17 years’ 
experience; excellent references. Ad- 
dress “‘E., 3694,” care Jewelers’ Circular- 
Keystone. 








FIRST CLASS WATCHMAKER and 


plain engraver, wishes permanent posi- 
tion with reputable concern; desirous 
of position in East or South; can fur- 
nish best of references. Address “E., 
3664,” care Jewelers’ Circular-Key- 
stone. 








SALESMAN, Southern territory, over 29 
years’ experience calling on jobbers 
installment houses, etc., wants con. 
nection with manufacturer or importer 
jewelry, watches, materials or watch 
cases. Address ‘‘L., 3703,” care Jewelers’ 
Circular-Keystone. 


A YOUNG MAN, 24, salesman, also gen- 
eral knowledge of watch and clock re. 
pairing; five years’ experience in g 
jewelry store with two years as assist- 
ant manager; references. Address “Tis 
3685,” care Jewelers’ Circular-Key-. 
stone. 


EXPERT WATCHMAKER desires to buy 
watch repair department in reliable 
store, will work on commission until 
store is satisfied as to ability; 10 years’ 
experience; single; highest references; 
South preferred. Address “B., 3662,” 
care Jewelers’ Circular-Keystone. 


SALESMAN and combination man, 20 
years’ experience, Al technician, 38 
years of age, familiar with all details 
and departments pertaining to _ the 
jewelry business; Al credentials. Paul 
C. H. Rock, 2315 Highland Ave., Nash- 
ville, Tenn. 


SALESMAN, 36, Metropolitan, Baltimore, 
District of Columbia, New York, Penn- 
sylvania, New England, etc., 15 years’ 
experience in trade, five years last 
house; clean’ record; conscientious 
worker consistently. Address ‘‘N., 3651,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER, seven years’ experience 
on watches, clocks and jewelry repair- 
ing; also experienced in buying old gold 
and silver; attended Bradley and Elgin 
Watchmakers Colleges; age 30, single. 
J. E. Clark, 814 Hickory St., Martins 
Ferry, Ohio. 


WATCHMAKER, JEWELER, single, 12 
years’ experience, age 27, good estimator 
and salesman, would like position where 
initiative and experience is appreciated; 
employed but wants to make change 
January first. Address ‘“‘H., 3699,’ care 
Jewelers’ Circular-Keystone. 


SALESMAN with thorough knowledge of 
retail merchandising and advertising, 
desires connection with manufacturer; 
have contacted the jewelers and de- 
partment stores in Pennsylvania, New 
Jersey and New York for the past ten 
years. Address ‘‘F., 3634,’’ care Jewelers’ 
Circular-Keystone. 


DIAMOND SALESMAN, with well estab- 
lished, finest clientele, covering Middle 
Atlantic States, will consider connection 
with reliable importer or cutter for 
January, 1936;° capable, aggressive; 
best references available. Address “Z., 
3687,” care Jewelers’ Circular-Key- 
stone. 


TRAVELING SALESMAN, well known 
and thoroughly experienced with good 
connections and following among retail 
jewelers throughout the Middle West, 
desires to make a change for 1936; serv- 
ices offered only to a house that is 
equipped for big business. Address “‘D., 
3692,”’ care Jewelers’ Circular-Keystone. 


WATCHMAKER, 10 years’ experience, ex- 
cellent repairman on all grades of 
watches and clocks; five years’ railroad 
watch inspection, capable of taking 
complete charge of store or repair de- 
partment; best _ references. Address 
“D., 3708,” care Jewelers’ Circular-Key- 
stone. 


JEWELER, 39, all around Al mechanic 
fine platinum work, capable of pro- 
ducing samples of superior quality; able 
to take complete charge manufacturing 
of handmade die and semi die work; 
available January 1; excellent refer- 
ences; confidential; New York. Address 
a 29," care Jewelers’ Circular- 
Keystone. 


MANAGER CREDIT STORE, 18 years’ 
experience as forceful salesman, super- 
vise credits, specialist P. & Ls., write 
advertising, sales promoting, originat- 
ing new ideas, pepping up business and 
trimming effective windows; can pro- 
duce results; salary secondary; fine 
references. Address ‘K., 3534,” care 
Jewelers’ Circular-Keystone, 


WATCHMAKER, thoroughly competent, 
10 years’ experience, Bradley training, 
five years in charge watch repair de- 
partment; single, age 27; own tools; 
good habits; desires permanent connec- 
tion with reliable firm, salary or com- 
mission; best references; available 
Janua 1; South preferred. Address 
“A,, 3661,” care Jewelers’ Circular- 
Keystone. 
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Proposed Reorganization Plan for Horological 
Association of Massachusetts 


A proposed plan of reorganization for the Horological 
Association of Massachusetts has been drafted by Thomas 
J. Fagan, executive member of the organization and 
vice-president of the United Horological Association of 
America. A copy of the draft has been sent to every 
known ethical house eligible for membership in the State. 

Under the proposed plan membership would be limited 
to watchmakers and clockmakers, legitimate retail jewel- 
ers, manufacturers of watches, findings, supplies 2nd tools, 
selected material dealers and wholesalers. Factory em- 
ployees will not be eligible. 

The guilds which will constitute the State organiza- 
tion will perform certain functions under the plan which 
will be for the protection and advancement of the indus- 
try and the safety of the public in the localities in which 
these guilds operate. City and town ordinances will be 
advocated to protect the public from “fly by night” mer- 
chants, to bond stores and store owners where valuables 
are left and to control the opening of jewelry stores in 
already crowded areas thereby eliminating unfair com- 
petition. 

A general outline of the features which should dom- 
inate the meetings of the guilds and a recommendation 
for the fixing of dues is also part of the plan. These 
guilds, it is proposed, should have the cooperation of 
local chambers of commerce, fix the hours for business, 
maintain employment bureaus and set up measures for 
the control of apprentices. 

The distribution of plaques to be displayed in the 
business establishments of members is also outlined in the 
plan which proposes that this distribution should, be 
handled by guild secretaries. Only qualified watch and 
clockmakers will be entitled to receive these plaques and 
none shall be distributed without the sanction of the 
executive committee. 

Besides the national advertising done by the United 
Horological Association of America, Inc., with which 
the Massachusetts organization is affiliated, the plan pro- 
poses that the guilds conduct their own local campaigns, 
using newspapers, moving picture houses and other 
mediums. 

In presenting his plan Mr. Fagan said: “Now that 
the NRA is no longer in force the jewelry business will 
suffer by the unethical group of so-called ‘chislers.’ I 
feel it necessary for watchmakers, retail jewelers and all 
others engaged in the industry to organize and function 
as one unit so that the business may be elevated to the 
best in the State.” 


Have Any Readers Had An Experience Like This? 


A Jewe ers’ CircULAR-KEYSTONE subscriber writes 
as follows: “In selling any high-grade American watch— 
not watches that have been long in ‘stock, but fresh from 
the manufacturers—we have found that when first car- 
ried, the watches run as much as seven minutes a week 
fast or slow; and we find that after running about a 
month they begin to keep good time. What is the reason 
for this? For instance, say the new watch runs seven 
minutes a week fast ; now, if we regulate it, after running 
a month it will be found to be running seven minutes a 
week slow. We would like to have this explained.” 
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We would appreciate, on behalf of the writer of the 
query referred to above, and of readers generally, if any 
subscribers have had similar experience, that these be 
reported to the JEWELERS’ CirCULAR-KEYSTONE for in- 
vestigation by the Technical Department staff. This de- 
partment always welcomes an opportunity to act as a 
clearing-house for matters of interest to watchmakers, 
however odd or seemingly unlikely they may be. 


Merchandise Market 
Martin-Forbes, Inc., Showing New Line of Baby Jewelry 


_ Martin-Forbes, Inc., 56 Summer St., Boston, Mass., is showing a new 
line of attractive baby jewelry displayed and packaged in put-ups which 
include an appropriate gift card and is Patent Applied For. ey are 
distributors in Boston for this line made by Little Jewels, Inc. 





G. H. French Co. Issues New Catalog 


The G. H. French Co., of North Attleboro, Mass., has just issued a 
very comprekensive catalog covering their line of novelties, table acces- 
sories, serving pieces, smoker’s sets, and children’s goods in sterling 
hollowware. The catalog shows 316 items effectively displayed. It is in 
loose leaf form, bound in a folder with price list at back. 





A New Visible Index Watch Crystal Catalog 


A visible index catalog, listing by number, name and illustration over 
1200 bevel-edge crystals, has been issued by the Germanow-Simon Machine 
Co., Rochester, N. Y. Illustrated and described in the catalog are also 
steel cabinets for keeping crystals and tools for measuring and inserting 
— glasses. The Rochester firm is celebrating its twentieth anniversary 
this year. 





New Clasp Offered by Byard F. Brogan, Philadelphia 


The “Arbutus” clasp, claimed to be the first innovation in clasp ton- 
struction in 100 years, is completely described and illustrated in a 
brochure recently issued by Byard F. Brogan, manufacturing jeweler, 
805 Sansom St., Philadelphia, Pa. The principle on which this clasp 
works is said to be radically different, yet so fool-proof that its advan 
will be readily appreciated. Its interchangeable features make it centile 
to sell a set of clasps for one necklace. The clasp also possesses a stream- 
line contour, is easy to fasten, is claimed to be safe from loss and has 
many other features which should appeal to the retail jeweler. 





China and Pottery Association Plans for Exposition in Chicago 


Continuing its policy of providing educational features during markets 
held under its auspices, the Glass and Pottery Association of Chicago will 
have an exposition of advertising methods, display and merchandising 
during the Winter market, Jan. 6 to 18, in the Merchandise Mart, Chicago. 
The cooperation of china and glassware manufacturers with displays in 
the Merchandise Mart is assured, and a number of giftwares exhibitors 
will also participate. One feature of previous markets which will be con- 
tinued, is that of having leaders in the merchandising of china and glass 
speak at the buyers’ luncheons. At the Winter market, the speakers 
be outstanding advertising and display experts. 





National Advertising Spurs Forstner Sales 


Sales of key chains manufactured by Forstner Chain Corporation are 
steadily on the upgrade, reports W. Andrae, sales executive of that 
company. The wide scope of the line embracing many styles and qual- 
ities meets the requirements of today’s trade very adequately, and sales 
have taken a strong upward swing since this company has been conducting 
an intensive national advertising campaign in such publications as Time, 
New Yorker and Esquire. Dealer helps are furnished to the trade 
in the form of attractively colored displays and more conservative tray 
units. Forstner has also made available a series of newspaper mats for 
dealers’ use in the local papers. Dealers may obtain these mats without 
charge by writing to the Forstner Chain Corporation, Irvington, 





The 1936 Gruen Book of Designs 


In addition to its intensive advertising and wide promotional campaign, 
the Gruen Watch Co. is introducing new merchandising methods to pro- 
mote the sales of watches through its 1936 book of designs. This elaborate 
book, which illustrates how effective merchandising can be applied to the 
watch industry, has been excellently done by the designers who took 
greatest pains in preparing a book which not alone illustrates watches, 
but shows them to their greatest advantage. The cover of the book is a 
replica of the Gruen Time Hill Plant at Cincinnati. Following the picture 
of Dietrich Gruen, the founder of the Gruen organization, is a pledge 
to maintain the traditions upon which Gruen has flourished since 1874. 
After the abbreviated ‘but fascinating history of the ‘rise of Gruen, the 
book describes the newly inaugurated Gruen policy. The 1936 Gruen 
campaign is a dealer campaign. In addition to its extensive campaign in 
national magazines and its radio program, heard twice weekly over the 
Mutual Broadcasting System, Gruen will supply dealers with dealer helps, 
window displays, folders, envelope stuffers and other literature. Departing 
from the usual catalogue technique of merely listing old and new numbers, 
the book is especially attractive because of the unique background used for 
the watches. Photographs of silks and satins were taken, and upon these 
the watches were set. The result was a beautiful background of graining 
and shadows, the tones of which lent glamour and enhanced their beauty. 
The Gruen concern is also one of 13 industrial_organizations having a 
permanent exhibit in the International Building, Rockefeller Center, New 
York. This window display is four stories high. 
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For the Credit Manager 


The occasional inquiries from retail jewelers received 
by THe JeweLers’ Circucar-KeysTone regarding the 
procedure of credit selling indicate that there is an in- 
creasing interest on the part of the trade in this type of 
retail operation. Apparently, in response to a similar 
growth of investigation into this subject in all fields of 
retail selling, Harper & Brothers have issued a book enti- 
tled, “Methods of Instalment Selling and Collection,” by 
John T. Bartlett and Charles M. Reed, which is so com- 
prehensive in its treatment of the subject, containing clear 
explanations of all important phases of credit merchandis- 
ing, that the work should become a practical textbook for 
all dealers who are faced with the various problems of 
“selling on time.” 

The book is far from being a theoretical and academic 
discussion of credit principles frequently the complaint of 
practical men regarding business books. As pointed out in 


‘the preface, ““The authors are investigators and reporters,” 


who offer the record of careful study of the practices 
which have proved successful in instalment businesses of 
many types. Methods of individual merchants, showing 
their accounting set-up, the different types of collection 
effort employed, and the sales appeal used in direct by 
mail and newspaper advertising, are effectively described 
and illustrated. 

There is an exceptionally good chapter on instalment 
finance, termed by Guy Hulse, who writes the foreword, 
as “the most comprehensive and best to be found in any 
work of which I have knowledge.” Other chapters in- 
clude full direction, based on the results of scores of suc- 
cessful companies, as to how to operate every phase of 
instalment procedure. The book is 295 pages long, packed 
with facts vital to the credit manager. Its price is $3.50. 





Getting Acquainted With Minerals 


Reviewed by Joun R. HAcCKES 


For those of us whose only qualification to authorita- 
tive title has been gained in the tedious and unthorough 
school of practical experience, I heartily commend the 
book, “Getting Acquainted with Minerals,” by Dr. 
George Letchworth English, first published last Decem- 
ber. It is almost impossible to have studied or read about 
mineralogy without having come to regard Dr. English 
with esteem, but only a few jewelers have pursued 
that hobby and thus it is that the very title of this latest 
“Mineralogical Primer” will preclude its perusal by 
others than mineralogists or those planning to so become. 

I wish, however, to call attention to the comprehensive 
way in which the book is written to include the aspect 
of public interest in such matters as species origins and 
crystalographic structures. Dr. English at last “talks 
down” to us novices in such painstaking fashion that the 
merest amateur can readily satisfy passing curiosity. In 
addition thereto those of us in the precious stone business 
can find in this book an easily readable “tie-up” between 
mineralogy and the study of precious stones themselves 
and from there it is but a step to suggest that retail 
jewelers could profitably own the book to be used both as 
a reference and a guide. 
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Never have I come across a book so profusely illus- © 
trated with photographs of actual mineral specimens, — 
These pictures alone could be put to almost daily use by 4 
the retail jeweler in trying to stimulate consumer interest 
in gems, and if the jeweler himself should become inter- 
ested in mineralogy it would be but a logical step that 
he would soon have a department in his store where 
specimens would be for sale. Few persons realize the — 
extent to which this hobby has taken hold. The largest — 
retail jewelry store in the United States has for many 
years had such a department. 

The explanatory diagrams in the book are evidently 
the result of the many years of personal contact that Dr. 
English has had with beginners, for their lucidity makes 
what might be otherwise uninteresting descriptive mat- 
ter concise and comprehensive instruction. 

So much for the primer. The book contains, in addi- 
tion to its informative reading matter, the most interest- — 
ing identification tables that have come to my notice, ~ 
Here under the heading “Key to Determination of Min- 
erals” one finds within the brief space of thirty pages 
means of identifying minerals under the simple visual 
tests generally known plus the simple scientific tests of 
“hardness” and “specific gravity.” It is not so much the 
fact that all of these data are long since a matter of 
record that is interesting, but rather the ingenious way 
in which Dr. English has arranged them. 

The thoroughly advanced student would probably not 
be as enthused as am I in this handbook, but only a very 
thorough student could have written it. I am delighted 
to have added it to my library on Precious Stones. 







Epitor’s Nore: Getting Acquainted With . Minerals.” which Mr. 
Hackes recommends so highly, is offered by the oy Publishin 
Co., of Rochester, N. Y. It has 324 pages, with 258 il 

is priced at $2.50. 
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Handbook for the Amateur Lapidary 
REVIEWED BY STEPHEN VARNI 





It is called the Handbook for the Amateur Lapidary. 
It might well be included for the professional as well, as 
the technical knowledge shown by the author would do 
very well for the professional lapidists. 

It has been my privilege to know the author, J. Harry 
Howard, Greenville, S. C., personally, and he has 
grasped a real knowledge of the gem cutter’s trade and 
I am certainly going to recommend this Handbook to 
the many amateur lapidaries whom we have supplied with 
rough gem material and who have asked us many ques- 
tions which are answered so well in this booklet. Some 
of the questions we have been asked and the answers to 
which will be found therein are as follows: 

How are gem stones sawed? How are they cut in 
cabochon? How are the stones cut faceted? What kind of 
wheels are used for polishing gem stones? Please tell us 
what abrasives are used for cutting and polishing gem 
stones? How can I cut and polish an opal without break- 
ing it? How can I polish a peridot? Can you tell me §@ 
how stained agates are colored? How are cameos made? 

I call attention particularly in this booklet to the 
article on the cutting of balls and beads and the drilling 
of them. Its price is $1.50. 
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